= miss the Ohio 
convention at Cleveland, 
June 17 and 18, or the 
Eastern Federation con- 
vention at Bolton Landing, 
Lake George, New York, 
June 29 and 30. There’s 
much to be gained by both 
talking and listening at 
these meetings. That’s why 
all conventions are break- 
ing records this year. 
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HE growing period is 

the critical stage in 
the life of pullets. And 
yet too often it is at this 
very age that they are 
most neglected by the in- 
experienced poultryman. 


When chicks are about 
8 weeks old, running on 
the open range, there is 
often a temptation to cut 
down on the mash and let 
them shift forthemselves, 
largely on pasture and 
coarse grains. This isa 
mistake for which the 
feeder will pay dearly 
later on. It means stunt- 
ed, retarded growth and 
late layers in the fall. 


Now 1s THE TIME TO SELL... 


GROWING MASH 


SELL your customers the idea that it’s good policy 
to keep their developing flocks on Wisconsin Grow- 
ing Mash and Wisconsin Developer Feed. 


These tested and proven feeds should be used this 
month and throughout the growing period if 
poultrymen want those Golden Eggs in Septem- 
ber—and if you want profits now. 


WISCONSIN feeds bring pullets more quickly to 
full development . . . give them the size and sta- 
mina to assure all winter laying! 


Order enough for your territory today. 


MILLING 


WAUSAU 
WISCONSIN 


Y 
Always Wins in 
the End” 
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BLENDS and MIXES 
ALL DRY FEEDS 


This machine loads, mixes and sacks feeds, complete in one operation. 
Does the work of many men. Saves space, time and labor. 


‘EUREKA’? 3 in 1 Feed Mixing Plant 


Cleans itself automatically after each batch is finished. Shipped ready 
to operate. Four sizes: 700 to 2500 Ibs per charge. Reduce your operat- 
ing costs with this complete machine. Write us for full information. 


SUPERIOR D. P. CUPS 


Increase Elevator Capacity 


They hold more, are placed closer on belt, dis- 
charge perfectly. Nothing to change but the 
cups. We carry full stocks. 


W. C. Stephen, Rep. Box 85, Eau Claire, Wis. 


Fverything Jor Every Mill and Elevator 
‘She Strong-Scott Mfg Co. 


Minneapolis Minn. Great Falls Mont. 
in Canada: The Strong-Scott Mfg.Co.Lid- Winnipeg 
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Where FEED DEALER 
Today? 


Where is he headed? How is he shaping 


his business for the future? 


HOUSANDS of forward looking 

dealers are optimistic about the 

feed business today. Looking 
ahead they see a new order of things— 
new methods —new opportunities for 
building business on a sounder basis 
with greater profit possibilities than 
ever before. 


During the past months these dealers 
have given their businesses a rigid 
“third degree’. They have studied in- 
to causes—looked for the ‘‘why’’ of 
things and sought the true remedies. 


They have shaped their business af- 
fairs along more practical working lines 
—affecting buying, selling, financing. 
Many of them have found ways to make 
cash sales by working 
closely with the feeders 
and the banks — often 
through suggestions of 
the feed manufacturer. 


These forward look- 
ing dealers have 


given a new meaning to Service. 
They have rubbed shoulders with 
the feeder in his own barn or 
poultry yard—helped him work out 
a correct feeding program—and in- 
sisted on going to the bottom of the 
trouble when a customer had ‘‘bad 
luck’’ which he blamed on a feed. 


No dealer can ever hurt his business 
by getting at the real facts. And one 
way he can get the facts is by forming 
a closer working partnership with feed 
users and with a capable, responsible 
feed manufacturing organization. 


There are sound reasons for optim- 
ism today in the feed business. 
Knowing those reasons from first 
hand intimate con- 
tact with thousands 
of dealers and feeders, 
we hold high hopes 
for the future of the 
feed industry—and 
for the independent 
feed dealer. 


ALLIED MILLS, 


Service Dept. A-6 


BUFFALO, N. Y. 
OWENSBORO, KY. 


MILLS AT 


EAST ST. LOUIS, ILL. 
PEORIA, ILL. 


i nc. 
Fort Wayne, Ind. 


FORT WAYNE 


OMAHA, NEBR. 
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June Convention Month 


Very few people must stay away 
this year because they are “too 
busy to take the time off’. Go by 
train, motor, bus or hitch-hike”’ 
to the June meetings in Wiscon- 
sin, Indiana, Michigan, Ohio and 
New York. Meet your friends 
and friendly enemies! Your busi- 
ness in the next year can profit by 


what you'll hear and learn! 


WHO KNOWS WHERE 
WE WILL ALL BE IN... 


June 1932! 


RCADY FARMS 
MILLING COMPANY 


Chicago, Illinois 
Kansas City, Missouri 
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Racketeers Try Numerous Schemes 
Among Retail Merchants 


Always Investigate Before You Buy 


traditional army of racketeers 


B ALMY spring weather stirs the 
from their luxurious steam heated 


winter quarters in the big cities and. 


urges them out into the countryside to 
prey upon gullible business men for 
easy money. Any number of feed deal- 
ers have been swindled out of hard 
earned cash by innumerable confidence 
games and sugar coated business build- 
ing propositions within the past few 
months. Such wholesale loss and hu- 
miliation could be easily avoided if 
every person approached by these rack- 
eteers would carefully investigate their 
schemes before swallowing hook, line 
and sinker, on the promises of a slicker 
whose means of living is in his tongue 
and the lies he can succeed in rolling 
off it. 
Silverware Racket 

One of the rackets which has been 
worked recently in the vicinity of Min- 
neapolis with an alarming degree of 
success, is the silverware premium 
scheme. A _ smooth-talking individual, 
purporting to represent the manufactur- 
ers of a famous brand of merchandise, 
tells the dealer that his firm has de- 
cided upon a new method of advertis- 
ing its products. From an auspicious 
brief case he extracts copies of a maga- 
zine containing double page spreads and 
elaborate layouts which the company 
has published. He continues his sales 
talk by informing the dealer that this 
type of advertising has been costing too 
much money and that the latest and 
what is believed to be the more effective 
method is to have the merchandise in- 
troduced direct to the consumer through 
premiums offered by the retail merchant. 
Six glistening teaspoons are then dis- 
played to the dealer. 

“All we ask you to do,” the slicker 
continues, “is to pay for the printing 
of the coupons which you give to your 
customers with every $1.00 or $5.00 
purchase of merchandise from your 
store. When the customer has 12 of 
them, he can mail them to us and we 
will promptly send him this handsome, 
BEAUTIFUL set of six teaspoons. 


And we will give you one set ABSO- 
LUTELY FREE tto display in your 
window or on your sales counter.” 

Whereupon the unsuspecting dealer, 
anxious to stimulate his trade particu- 
larly in these times of depression, writes 
out a check for $2.50 or $5.00 or what- 
ever the amount requested for the 
“mere printing of the tickets.” When 
he receives them he finds in the printed 
instructions the fact that 50 instead of 
12 coupons are necessary to obtain the 
teaspoons. The company does send the 
spoons when the required number of 
tickets is sent to them, but one dealer 
who took the trouble to investigate, 
found that the “silver” pieces were 
worth only a few cents each. 

This type of racket is also frequently 
worked with flash lights, dishes, and 
other home commodities. It seldom de- 
velops new business, the dealer is 
“stung” and invariably customers are 
disappointed with the quality of the 
premiums they may receive. 

Confidence Game 

One dealer reports an incident to The 
Feed Bag wherein a man, from all ap- 
pearances a dirt farmer, brought a sam- 
ple of oats and asked the dealer if he 
were in the market for 500 bushels. 
The feed man inspected the grain and 
found it to be of high quality. A price 
was agreed upon and the “farmer” 
promised to make delivery in his truck 
on the following day. He appeared on 
the morrow with a sad story. His truck, 
he said, had broken down in a neigh- 
boring town and “would the dealer 
please advance him $10.00 so that he 
could pay the garage which insisted on 
cash.” The feed man was about to 
reach for his check book when he de- 
cided to ask the “farmer” a few more 
questions. 

“Who lives near your farm?” he in- 
quired. 

“IT never mix with my, neighbors and 
I don’t even know ’em,” evasively re- 
plied the stranger. 

The dealer refused to advance the 
$10.00 until the oats were delivered. But 
they never arrived. The “farmer” had 
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moved on to the next town to try his 
racket on a more susceptible victim. 

Short changing is also a _ favorite 
racket which is worked in dozens of 
deceiving manners. One of the most 
common in vogue begins with a stran- 
ger laying a $20.00 bill upon the counter 
and requesting a ten, one five and five 
single dollar bills. The dealer picks 
up the twenty, turns around to his cash 
register and places the change back on 
the counter. 

Finds Himself Gypped 

“By the way,” suddenly decides the 
stranger, “if it isn’t too much trouble 
I'd rather take another ten instead of 
the five and the singles.” 

The dealer turns back to his cash 
register, leaving the original change on 
the counter. Then the stranger substi- 
tutes a dollar bill for the ten, already 
on the counter, takes the one offered 
to him and waits for the dealer to hand 
him the remaining ten. The dealer 
reaches for the change on _ the 
counter, looks at the change and notic- 
ing that the ten is missing, believes he 
has made a mistake, and produces an- 
other from the cash register for the 
stranger. When he checks his receipts 
in the evening he finds that he is $9.00 
short, and then there is nothing left 
to do but cuss. . 

Don’t Be a Sucker 

Rackets and swindle schemes are so 
numerous that it would take volumes 
to explain all of them. But dealers 
can avoid losses and humiliation if they 
will exercise the proper precautions. 

Checks or cash should never be given 
to persons of unknown identity, no 
matter how good the promised security 
may look. Advertising and sales pro- 
motion schemes, unless sponsored by 
known, reliable firms, should be flatly 
turned down. A strict policy should be 
adopted against cashing checks, even for 
acquaintances. 

If dealers desire to give premiums for 
coupons, many attractive and inexpen- 
sive commodities may be purchased in 
lots at low prices from the home town 
merchants and the necessary printing 
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can be turned out by the local plant. 
Then the feed man knows what he is 
getting and can assure his customers 
of value received for their patronage. 
Racketeering and swindling will flour- 
ish just as long as there are merchants 
to patronize the crooks engaged in the 
game. Don’t give them the satisfaction 
of calling you “just another sucker.” 


GEORGE SCHLEGEL, Athens Co- 
op. Produce Co., Athens, Wis., has in- 
stalled a Dings magnetic separator. 


HALL SEED & FEED CO., Nobles- 
ville, Ind., has purchased the building 
formerly occupied by the Fuel & Sup- 
ply Co., and has remodeled it into a 
feed store. 


Deduct Depreciation to Find 
Your Actual Profits 


By Joe Huenink 


RE you subtracting a fair amount 

of depreciation on your buildings, 

machinery and other equipment 
before you figure your profits? 

It is folly for a man to believe that 
he has made money simply because his 
bank balance is larger. Depreciation is 
just as much an item of expense as the 
cost of labor and power. 

Too many of us take the original 


Not the Lowest Price 
Always — But the 
Cheapest Always 


We have succeeded, through our manufactur- 
ing processes, in making Pilot Brand Crushed 
Oyster Shell the most economical eggshell 
material that there is for poultrymen. 


Not by lowering the price, but by eliminating 


waste. 


We don’t pack in Pilot Brand bags anything 
that fowl won’t eat. It’s all properly screened, 
sterilized and freed from rat-gathering odors. 

Pilot Brand always produces more eggs and 
helps to keep the flock healthy. 


It is the cheapest eggshell material a poultry- 


man can buy. 


Pilot Brand has been for years nationally 
distributed and nationally advertised. 


BRAND 
OYSTER SHELL 
FLAKE 


CHICK SIZE 
PACKAGE 


OYSTER SHELL PRODUCTS CORPORATION 
Shell Building, St. Louis, Mo. 


One Broadway, New York 


Write for our highly 
profitable small package 
proposition. 


HEN SIZE 
PACKAGE 
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cost of our buildings and equipment and 
figure at the close of the year that they 
are worth just as much as a year or 
five years ago. 

What is a fair amount of deprecia- 
tion to figure? 

You will find in the last issue of The 
Feed Bag an article giving a list of 
various machines, their probable life of 
usefulness and a fair rate of deprecia- 
tion to take. But most of us are not 
in a position to list each individual ma- 
chine but would rather classify them in 
groups. As I see it, three groups; 
namely, buildings, machinery and equip- 
ment and office fixtures are sufficient. 
I feel that the following is a fair rate: 


Group Average Usefulness Depreciation Rate 


Buildings 20 years. 5 per cent 
Machinery.......... FEATS. 10 per cent 
Office Fixtures..20 years........... 5 per cent 


Taking 5 per cent depreciation does 
not mean figuring that amount on the 
original investment for the first year 
and the next year 5 per cent of the bal- 
ance but rather continuing to take 5 
per cent on the original investment un- 
til it is wiped out. 

For example if you have an invest- 
ment of $10,000 in buildings, your de- 
preciation would be $500 for each year 
for the 20-year period. At the end of 
this time your original investment 
would be covered. 

So let me urge you to keep an ac- 
curate set of records and figure a fair 
depreciation on your buildings, machin- 
ery and equipment and office fixtures. 
For then only can you tell how much 
profit you are actually making. 

There is a good article in the April 
issue of The Feed Bag entitled “Can 
You Tell Where Your Profits Are 
Coming From.” It will pay you to 
read it. 


OXFORD GRAIN CO., Oxford, 
Ind., has installed a feed grinder and 
is now manufacturing a complete line 
of poultry and dairy feeds. 


J. L. WITTMAN, Menomonie, Wis., 
has opened a feed store. 


HEAD O’ LAKES GROUP MEETS 

Hugh W. Brace, Superior, Wis., was 
reelected president of the Head of the 
Lakes Feed Dealers association at a 
meeting of the organization in the 
Spaulding hotel, Duluth, Minn., May 12. 
Barney W. Hintz and George Fairley, 
both of Duluth, were elected vice presi- 
dent and secretary-treasurer. The di- 
rectors are Mr. Brace, and S. E. West, 
Superior, and Mr. Hintz, John Matt- 
son and R. M. White, of Duluth. An 
annual spring outing for the members 
and friends will be held in the near 
future. 
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Successful Feed Merchandising Based 
On Seven Fundamentals 


By Sydney Anderson 


Vice President, General Mills, Inc., Minneapolis 


T is sometimes said that the right- 

ness or wrongness of all human 

conduct can be determined by the 
golden rule, or at least by the ten com- 
mandments. But most of us are so 
busy trying to conform to traffic and 
parking rules and regulations that we 
do not have the time or the inclination 
to square our conduct with more gen- 
eral principles. 

I can’t tell you how to run your busi- 
ness individually, but I can perhaps lay 
down certain general principles, and 
point out certain considerations which 
may help you to determine whether in 
general your merchandising is conduct- 
ed along sound lines. 

Distribution Costs High 

One can hardly pick up a newspaper 
without finding the statement in it 
somewhere that the problems of indus- 
try are more largely concerned with dis- 
tribution than with manufacturing. It 
is a well-established fact that unit costs 
of distribution have increased, while unit 
costs of manufacture have decreased. 
The mounting cost of distribution, of 
providing a larger number of people 
with an increasing number of com- 
modities and services, has brought about 
a vast amount of consideration and 
study of distribution problems. These 
studies have shown that while every 
business differs in method and practice 
from every other business, as well as 
frequently in competitive conditions, 
that there are certain general princi- 
ples which apply to all. 

While these principles are general in 
character I may be justified in attempt- 
ing to state some of them because they 
have a definite relationship to merchan- 
dising costs. 


Fundamental Principles 

It costs more to handle many brands, 
kinds and sizes than few brands, kinds 
and sizes. 

It costs more to sell the same volume 
to many customers than to few custom- 
ers. 

It costs more per order to sell small 
orders than large orders. 

It costs more per customer to sell 
distant customers than nearby ones. 

It costs more to sell for credit than 
it does for cash. 

It costs more to sell goods delivered 
at the home than at the store door. 

It costs more to sell a new customer 
than a repeat order to an old customer. 

Since the successful conduct of any 
business: depends not merely upon sell- 
ing but upon selling enough at a suffi- 
cient margin to cover cost and profit, 
these principles are considerations in the 


successful operation of any business, 
whether it be manufacturing steel rails 
or selling feed. Most people who talk 
about merchandising are really thinking 
about selling but selling is not all there 
is to merchandising. Merchandising in- 
volves many factors besides the mere 


Bentley Dadmun 


Mr. Dadmun, the Dadmun Co., White- 
water, Wis., was chairman of the original 
Committee of 30 which founded the 
Central Retail Feed association and was 
honored at the recent convention. The ad- 
dress published herewith was delivered by 
Mr. Anderson at the convention. 


ability to hand out a line of sales pala- 
ver which will get the customer’s signa- 
ture on the dotted line. 

Merchandising includes some or all 
of the following factors: buying, ware- 
housing, extension of credit, the mak- 
ing of delivery, advertising and the dis- 
play and control of merchandise stocks. 
Each one of these elements or func- 
tions has a definite relationship to suc- 
cessful merchandising. 

It is said that a thing well bought is 
half sold. This does not mean that 
the most successful merchandiser is the 
one who tries always to buy at the low- 
est point and to sell at the highest. 
Probably morg money has been lost in 
the stock market and in merchandising 
products through attempting to buy at 


the lowest point and to sell at the high-. 


est point than in any other way. If 
there are degrees of possibility there is 
probably nothing more impossible than 
to predict the course of feed prices over 
any considerable period. Conducting 
buying operations on the basis of cover- 
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ing requirements for a long period at 
the low point in the market is not mer- 
chandising; it is speculation. Success- 
ful speculators are about as numerous 
as successful roulette players. 

The successful merchandiser conducts 
his buying to secure rapid turnover and 
to avoid overstocking on slow moving 
items. He buys as cheaply as he can 
for reasonably nearby needs and only 
such goods as he can sell in reasonable 
quantities within a reasonable time. On 
the other hand, sales are often lost by 
not carrying a complete line or by al- 
lowing stock to run so low that you 
are out of certain items upon which you 
have developed a real demand. To be 
out of stock on items of the brand upon 
which you have established business is 
little short of disastrous. You can lose 
a customer about as quickly this way 
as any. 

Confide in Your Products 

Having bought your goods right, the 
second essential is to know what you 
are selling, what it will do and how it 
should be used. Be convinced that the 
customer will get more than a dollar’s 
value out of every dollar of goods he 
buys from you. You cannot convince 
customers if you yourself are not con- 
vinced. 

The proper piling and display of stock 
is essential. It is essential not merely 
from the point of view of attracting the 
buyer and assistance in making sales, 
but it is even moré necessary to avoid 
losses from stock shortages, switches in 
stock and for purposes of inventory 
control. 

The most satisfactory way of selling 
merchandise is for cash on delivery or 
on receipt of invoice. The feed mer- 
chant who extends credit as such is en- 
gaging in a banking function. The con- 
venience of credit from the point of 
view of purchase as well as from the 
point of view of the payment and the 
necessities of competition frequently 
compel the feed merchant to do a cer- 
tain amount of credit business. Most 
customers who are entitled to credit 
can pay cash. Credit is extended to 
them as a matter of accommodation in 
making their purchases. The customer 
who actually cannot pay cash is usually 
a bad risk. Sometimes, however, the 
customer’s income is not continuous but 
seasonal. In such cases it is sometimes 
desirable to extend credit. 

Accounts outstanding of $5,000 which 
run an average of two months represent 
a fixed charge for interest of approxi- 
mately $50.00 a month. This is a defi- 


nite cost seldom taken into considera- 
(Continued on Page Thirty-four) 
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UALITY can exist in the feed 

which a dealer handles and there 

can also be quality in the plans 
he uses to merchandise it. When such 
a combination is present in a business, 
success is invariably the result. 

Reeve Harden, proprietor of the 
Reeve Harden Co., with headquarters 
at Hamburg, N. J., has concentrated on 
a quality product since he started busi- 
ness and has followed high quality 
standards in his merchandising plans. 
Today he operates two branches in ad- 
dition to his main store and is one of 
the most successful feed merchants in 
the East. His adherence to merchan- 
dise of merit and clean cut selling meth- 
ods has won for him an enviable repu- 
tation in the communities in which he 
operates, and his customers and _ their 
sons and daughters are supplying him 
with a continuous flow of trade. 

Just Naturally Grew 

There’s nothing phenomenal about the 
Harden enterprises. Like a good hardy 
plant, nurtured with the proper ele- 
ments, they just grew and blossomed 
into success. Quality products gave 
them their foundation; quality merchan- 
dising built them up. 

In the selling program which Mr. 
Harden follows he observes several es- 
sentials. He advertises consistently. 
Folders and booklets supplied by the 
manufacturers or planned by himself, 
are mailed regularly to the trade. Space 
is used in the newspapers reaching the 
territories which the company serves. 
Signs and posters are displayed in plain 
view in and about the stores. Either 
Mr. Harden or a representative of the 
firm calls consistently on the trade. 
Selling efforts are relentless and every 
member of the organization works just 
as hard when business is good as when 
it is poor. A personal interest is taken 
in the customer’s dairy herd, poultry 
flock and hog lot. Mr. Harden rejoices 
with them in their success. If they are 
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Stuck to Quality 
From Start 
Now Operates 3 
Feed Stores 


Reeve Harden, head of the Reeve Harden Co., Hamburg, N. J., shown at the upper 
left, founded and perpetuated his business on quality. He now operates three stores. 
ne of them is pictured above with the inset below showing office = preparing ad- 


vertising folders for the mail.—Cuts furnished by courtesy Larrowe Mi 


not making a profit, he endeavors to 
learn the reason and supply a solution. 
Because he has gained the confidence 
and good will of his patrons it has been 
possible for Mr. Harden to conduct his 
business on practically a cash basis. 
Persons who pay for their order im- 
mediately after they purchase it receive 
a 4 per cent discount; those who re- 
mit in 15 days are granted 3 per cent, 
and only 2 per cent is allowed on 30- 
day accounts. This system, Mr. Har- 
den has found, reduces his credit burden 
to an insignificant amount and he is 
confident that it will eventually edu- 
cate the customers to a cash basis. 
Feeds are delivered to farmers. The 
three stores are served by a fleet of 
twelve trucks. A charge of $1.00 a ton 
is made for delivery and the customers 
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ling Co. 


willingly pay the added amount for the 
convenience of having their orders 
brought to the door. The plan also 
gives the firm’s representative an op- 


portunity for contacting the farmer and 


studying his feeding problems. One 
customer has received deliveries of feed 
regularly from the Harden company for 
more than four years. He was won over 
to commercial feeds from home-grown 
rations at that time and has been a 
profitable account and a satisfied patron 
ever since. 

The present Reeve Harden organiza- 
tion had its birth back in 1898 when 
the original building was erected on the 
site of the present structure in Ham- 
burg. Fire in 1909 wiped out the origi- 
nal establishment but a new and more 

(Continued on Page Thirty-seven) 
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easuring the Worth 
Advertising 


Advertising is as important a part of a transac- 
tion between dealer and manufacturer as the mer- 
chandise itself, but it is time each manufacturer 
measured the worth of advertising as applied toa 
dealer’s community and his own store. 


That’s the only measure of value for the dealer, 
and Post Office Count of circulation alone gives 
every dealer an exact factor in placing a valuation 
on the advertising of a manufacturer. 


When the dealer is asked to buy merchandise, in 
part at least, on the strength of advertising, isn’t 
it reasonable for him to ask, ‘‘How much of this 
advertising reaches my community?” 


Post Office Count is the retail dealer’s measuring 
stick of the value of a farm paper in influencing the 
sales in his own particular locality! 


It tells him exactly how many of his customers 
the publication is reaching in his town, and on the 
R.F.D. routes out of his particular town. 


Certainly, if price tags in plain figures are desir- 
able in retailing merchandise, the same price tags in 
the form of Post Office Count are desirable in ‘‘sell- 


ing’? a manufacturer’s advertising to the retail 
dealer. 


Post Office Count of circulation puts advertising 
‘‘above board’’. 


It alone puts “‘full truth in advertising’. 


WISCONSIN AGRICULTURIST and FARMER 


RACINE, WISCONSIN 
Circulation Over 184,000 Weekly 


The Only Weekly Farm Paper Owned, Edited and Published in Wisconsin. 
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BURRETTE STRAIN, _ Clayton, 
Ind., has purchased the Sunshine Feed 
Store, which he has managed for sev- 
eral years and changed its name to the 
Clayton Feed Store. The firm handles 
a complete line of feeds and is equipped 
for grinding, corn shelling, corn crack- 
ing and feed mixing. 


W. W. SPAIN, Rockport, Ind., has 
remodeled his feed store and installed 
a feed grinder. 


BARNSTABLE FEED & Supply 
Co., Hillsboro, Ill., has opened a branch 
store in Edinburg, III, and appointed 
L. L. Stewart manager. 


EDWARD WHITESIDE, Mount 
Sterling, Ill, has opened a feed store. 


Fre & 
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g BS & 


Carefully Sifted for Feed Dealer Consumption 


DEALER’S LAMENT 

The tractors run on gasoline; 

The horses run on hay, 

But I can’t run a business 

On promises to pay. 

* * * 
REAL APPRECIATION 
The rural couple was in the city on 

their honeymoon and were seated in the 
lobby of a hotel where a jazz orchestra 


tion. 


vertising. 


2020 Board of Trade 


Look Ahead..Now! 


Home grown stocks of feed are low. 
Feed prices are near bed rock. 
Our feeds are high in Results—yet Low in cost. 


Dealers appreciate Vitality Service—Vitality Coopera- 


Modern labor-saving manufacturing facilities—labora- 
tory control—uniformity—care in the selection of 
ingredients—these things spell feeder-satisfaction— 
and profits for our dealers. 


We back up our dealers with convincing, helpful ad- 


Ask to have our local representative call. 
No obligation, of course. 


MAKERS OF RESULT-PRODUCING RATIONS 


CHICAGO 
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could be heard playing in an adjoining 
room. 

“Don’t you love that music, Rosie?” 
remarked the husband. 

“Oh, yes, it is perfectly sweet, Hen- 
ry,” she replied, “but I miss the nice 
advertising talks we get with it at home 
on the radio.” 

KIND HEARTED 

Dealer: “I’ve got to get rid of that 
mule. He almost kicked me in the head 
four times.” 

Customer: 
chance.” 


“Aw, give him another 


* * * 


CORNHAY WEAKLY NEWS 

Lem Jones, local feed dealer, is sure 
makin’ things hum around his place 
since he came back from that feed con- 
vention at Milwaukee. 

A fresh shipment of peaches arrived 
in town Friday evening, the new chorus 
show being opened at the Cornhay thea- 
ter. 

Ira Hicks is all swelled up over a 
swarm of bees which he tried to catch 
in his orchard last Tuesday noon. 

Judd Perkins says he’s going to get 
around the depression in egg prices by 
feeding greens to his hens so they’ll lay 
golf balls. 

* 

Business is so tough that the insur- 
ance salesmen are trying to sell each 
other policies. 

NO EXCUSE 

Telegram: “Impossible to come. 
washout on line.” 

Telegram (in reply): “Wear any old 
clothes. Only an informal party.” 

Before marriage a man will go home 
and lie awake all night thinking about 
what a woman said and after he’s mar- 
ried he will go to sleep before she has 
finished speaking. 

* * 
PAHSONAL QUESTION 

Parson: “Dis sho am a fine chicken, 
Deacon Jones. Whah did you git it?” 

Deacon Jones: “Now, pahson, when 
yo preaches a good suhmon ah never 
asks yo whah yo gets it.” 

* * 
SHADOWED 

Dealer: “I could do anything if I 
knew you were at home waiting for me, 
dear.” 

Wife: “Yes, I know you could. That’s 
why I go out to check up on you.” 

* * * 
FROM THE BOTTOM UP 

Farmer: “Come into the barn and I’ll 
show you how to milk a cow.” 

City Youth: “Maybe I’d better start 
on a calf.”—The Dixiegram. 
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What Does Your 
Feed Dollar Buy 
Besides Feed 


When it buys feeds or 
seeds from the under- 
signed Southern Wis- 
consin Dealers you re- 
ceive quality products 
ata fair price and at the 
same time protect a con- 
venient cash market for 
your own products, 


During 1930 we paid 
£1.000,000 to you for 
these surplus farm prod- 
ucts, The amount of our pur- 
chases this year depends on what 
you spend with us. 


We are men experienced in 
solving feed problems, and are 
always ready to consult with you 


We offer only stand 
ard products, of proven 
reliability, and are 
ready to make adjust- 
ments if anything 
should prove unsatisfac- 
tory. We are open six 
days a week for your 
convenience with trucks 
ready to deliver to your 
door. 


Our stocks of feeds 
and seeds are fresh and 
complete . . the quality reli- 
able . . . and the prices reason- 
able for the high grade products 
you receive. 


Patronize this market that of- 
fers you these extra services and 
values. The money you spend 


on your individual needs. 

) L ds, The with us, brings greater profits to 
amount of your order, whether you with our increased buying 

ying 
pac. ton, 
baz. ton, or carload lot, is never power for your products. Last 
too large or too small for us to year it was $1,000,000, This 
fill gladly, year it can be more. 


oN 


MILTON 
T. SAUNDLRs & SON 


AVAL 
JORASON & DE LONG 
BELOIT 
WROTRERS 
COUNTY MILLING CO 
CLINTON 


JOHANSON LONG 
ASSOCIATED 


EDGERTON ce. 
PLACA RAW ast 

CHATMAN TEED A STEED CO. « 
EPGERTOS PATO MILE, 
\ WARLHOESL APPLE TEED CO. 


FARMERS—PROTECT THIS $1.090,000 MARKET—BUY FROM LOCAL DEALERS 


Protect Your Produce Market 
Bay from Rock County Feed Dealers 


To have a steady, convenient cash market for surplus farm 
products is essential for the prosperity of Southern Wisconsin 
Farmers. To keep intact the well established $1,000,000 mar- 
ket now offered you by Southern Wisconsin Feed and Seed 
Dealers it is essential that you buy from them as well as sell 
to them. 


For years these dealers have provided you with the best 
brands of feeds and seeds at reasonable prices, have sold 
them to you in bag, ton, or carload lots as you needed them 
«~~ and have delivered to your door if desired. 


Now they are advising you to protect this market which 
benefits you so much. Its extent is limited only by the amount 
of your purchases. During 1930 it totaled more than $1,000,- 
000. By purchasing your supplies during 1931 from the fol- 
lowing dealers this market may be even greater. 


AVALON MILTON 
JOHNSON & DE LONG T. A. SAUNDERS & SON 
BELOIT ORFORDVILLE 


BLUE BIRD MILLING CO. 
(Brodhead and Orford ville) 
ORPORDVILLE LUMBER CO, 


KRAUSE BROTHERS 
ROCK COUNTY MILLING CO. 
CLINTON 
JORNSON & DE LONG 
ASSOCIATLD FARMERS CO. 
EDGERTON 
CRAPMAN FRED & STED CO. 
LDGERTOS PARYERS 
WARLHOtSE 


ANDREWS, LAMI & CO. 


JANESVILLE 
FEED AND © 


APPLE FEED Co. 


FARMERS—PROTECT THIS $1,000,000 MARKET—BUY FROM LOCAL DEALERS 


The advertisements reproduced herewith 
are part of a series published every Satur- 
day by the Retail Feed Dealers Association 
of Janesville and Vicinity. Firms enrolled 
in the campaign appear at bottom of ads. 


Janesville Group Solicits 
With Cooperative Advertising 


ARMERS in the territory served 
by the Retail Feed Dealers Asso- 
ciation of Janesville and Vicinity 
are learning why it is profitable for 
them to trade regularly with the mem- 
bers. The organization is conducting a 
cooperative advertising campaign stress- 
ing the fact that the group of 15 deal- 
ers purchased more than $1,000,000 
worth of farm products in the commu- 
nity during the past year and that only 
to the extent that the rural trade pat- 
ronizes them can they continue to per- 
form this service. Reliability of the 
established firms and the advantages 
they offer in helping the feeder solve 
his problems, are also emphasized. 
Advertise Every Saturday 
The campaign was launched March 7 
with a half page advertisement in the 
Janesville Daily Gazette, which covers 
the territory served by the association 
members. Space has been used every 
Saturday since that time on the special 
farm page published by the paper. The 
campaign will be continued indefinitely. 
Although no specific results can be 
traced to date to the advertising the 
dealers are satisfied that it has been 
responsible for a general improvement 
in their business, has created invaluable 
good will, and diverted the trade to a 


considerable extent, from farm agents, 
direct selling sources and other inter- 
ests in competition with the established 
retail feed store. Since the costs of 
the campaign are equally divided among 
the 15 members, the advertising has 
proved to be inexpensive for each in- 
dividual with the advantage of obtain- 
ing special attention because of the utili- 
zation of larger size space made pos- 
sible by the cooperative plan. More 
than ten advertisements have been pub- 
lished to date. The slogan appearing 
at the bottom of each one reads, “Farm- 
ers—Protect This $1,000,000 Mafket— 
Buy From Local Dealers.” 
Stress Market Provided 

The keynote of the campaign is con- 
tained in the copy from one of the ad- 
vertisements, captioned “When Buying 
Feeds, Consider Your Future Market,” 
which was published recently, and 
which reads: 

“In selecting your feed and seed deal- 
er, do not be misled by a few bargain 
prices. Consider your future market. 

“Money spent with the undersigned 
southern Wisconsin seed and feed deal- 
ers is returned to you when they pur- 
chase your surplus grain, hay, straw, 
timothy and clover seed, potatoes, wool, 
poultry and livestock. 
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Dealer 
As You Would 


In buying seeds you would not consider price alone. 
Too often “Bargain Seeds” prove costly inthe end 
tKrough failure to germinate, lowered production, and 
inferior quality crops. 


Likewise in selecting your feed and seed dealer do not 
be misled by a few “Bargain Prices” on feeds or seeds. 
Purchase your needs from the dealers where you will 
benefit the most in the long run. 


In buying from your local feed and seed dealers you 
help stabilize a $1,000,000 market for your surplus farm 
products. During 1930 they paid this staggering sum to 
you in cash for your grains and products. In addition 
these dealers sell you only those feeds and seeds that ex- 
cel in quality. The prices are fair, and you may pur- 
chase in any quantity... with delivery made to our door. 


Consider these points, Mr. Farmer, in the purchase of 
your feeds and seeds. By patronizing these undersigned 
Southern Wisconsin dealers you will profit most in the 
long run through the extra services they give, and the 
cash market for your farm products that they offer. 


MILTOV 
T. A. SAUNDERS &*SON 
ORFORDVILLE 


JORNSON & DE LONG 
BELOIT 


RLUE BIRD MILLING 
WROTHERS Ontords| 
ROCK COUNTY MILLING CO ONTORDVILEL Lt Mnen co, 
CLINTON SH4ROV 
JONSSON ADE TONG ANDREWS, LAME 4 
ASSOCIATED EARMERS 
JANESTILLE 
CHAPMAN TEED & SED CO, PRED AND 
~ 
FARMERS—PROTECT THIS $1,000,009 MARKET—BUY FROM LOCAL DEALERS 


Farm ‘Trade 


“Last year this group paid out 
$1,000,000 cash to you for these pro- 
ducts. The amount of their purchases 
this year depends on your purchases 
from them. 

“The undersigned southern Wisconsin 
feed dealers give you the benefit of their 
many years’ experience in solving feed 
problems. They sell standardized pro- 
ducts of known quality and permit you 
to buy in bag, ton or carload lots. 

“Their success is based on fair prices, 
honest dealings, quality merchandise 
and superior service that insures your 
continued satisfaction. 

“Patronize these undersigned dealers 
who provide this cash market for your 
surplus products.” 

Keeps Trade at Home 

-The campaign is under the direction 
of a committee including R. R. Farley, 
Green-Farley Co., Janesville, chairman; 
Eugene Foley, Associated Farmers Co., 
Clinton, and William DeLong, Johnson 
& DeLong, Clinton. 

“Results of the cooperative advertis- 
ing thus far have been very satisfac- 
tory,” said Mr. Farley. “It has de- 
veloped considerable good will and 
saved much of the trade for the mem- 
bers which would have otherwise gone 
to unreliable, competitive sources.” 
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Many Farmers ‘Through’ After First 
Experience With Portables 


Risk Loss of Insurance in Case of Fire 


VERY new day sees increasing, 

concerted action in the feed in- 

dustry against portable mill com- 
petition and reveals additional cases of 
inefficiency, weed infestation, fire losses 
and menaces to farm life attendant with 
these itinerant grinders. Meanwhile, 
promoters and manufacturers of the 
machines are pushing into new sections 
and continuing to flood the country with 
roving seekers of the farmer’s grist 
business. 

Customers Coming Back 

In territories where portables have 
operated for some length of time there 
is a noticeable trend back to the sta- 
tionary mill reported by established 
feed firms. Farmers are learning, after 
one or two experiences, that the con- 
venience of door service offered by the 
itinerants is more than offset by the 
fire hazards, additional labor, and in- 
efficient work to which they are sub- 
jected when they give their business to 
the portable. Numerous reports have 
come to The Feed Bag from dealers 
in which they cite customers who were 
lured away temporarily by the fad but 
have returned declaring that they were 
“through with, the portable mill.” 

In one particular case a farmer per- 
mitted a portable to grind a load of 
rye for him. After the work was fin- 
ished the owner inspected the grist and 
complained that it was not ground fine 
enough. 

“That’s the best I can do,” the port- 
able operator said as he continued on 
to his next stop. 

The farmer then loaded the grist on 
his truck and took it to the stationary 
mill and had it reground. He informed 
the dealer that he would never permit 
a portable to enter his yard again. 

Create Insurance Problem 

Many insurance companies covering 
farm property are considering the port- 
able problem and will likely write claus- 
es into their policies waiving all lia- 
bility in the event of a fire loss result- 
ing from an itinerant grinder. Harry P. 
Cooper, secretary, National Association 
of Mutual Insurance Companies, India- 
napolis, Ind., in a recent letter in re- 
sponse to an inquiry made as to his 
opinion on the problem, wrote: 

“T will say that such investigation as 
I have made will sustain your conten- 
tion as to the danger of portable grind- 
ing outfits. I am advised that many 
of the mill and elevator. companies will 
not permit this class of machinery in 
plants where they have the insurance. 
I am further advised that the type of 
engine used by such grinders doubles 
the rate in a mill and elevator. 

“So far as the rules and regulations 
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of the farm mutuals are concerned, my 
recommendation would be that every 
company provide for the suspension of 
its liability during the time of opera- 
tion of a portable mill on the farm and 


Helpful Circulars 


OU can tell your farmer 
Y customers why it is un- 

wise for them to patron- 
ize portable mills by sending 
them the special four page cir- 
cular prepared by The Feed 
Bag, and entitled “Happy Is the 
Farmer Who Goes to the Mill.” 
Straightforward facts on the 
hazards, inefficiency and incon- 
venience of portables are force- 
fully presented. The back page 
is devoted to an advertisement 
in which a space is provided for 
your firm name. 

Circulars will be furnished 
on request at the following pri- 
ces delivered: 

$4.50 

7.50 

Check for full payment must 
accompany each order. Write 
your name and address, in send- 
ing an order, just as you wish 
it to appear on your circulars, 
and advise whether or not you 
have a magnetic separator. Sam- 
ple circular will be furnished on 
request. 


that such suspension continue for at 
least 24 hours after the operations have 
ceased and the machinery has been re- 
moved. It seems to us that our farm 


mutuals ought to utilize not only their 
own experience, but the experience of 
the trade along this line.” 

Legislative action against the portable 
mills is waxing hot in Wisconsin. At 
the time of this writing the bill which 
was introduced several weeks ago and 
which would compel itinerant machines 
to pay an annual fee of $50.00 in the 
town, village or city in which they oper- 
ate, was still pending in the legislature 
and was receiving the support of the 
entire feed trade in the state. Those 
who are close to legislative circles at 
Madison are confident that before the 
session closes some restriction will be 
placed on the portable mill. Other states 
which portable mill competition has in- 
vaded are planning to introduce and 
sponsor similar bills in their legislatures 
when they go into session for the next 
term. 

It is generally reported from sections 
in which the itinerant grinder has made 
its appearance that the operators have 
found their air castles of immense pro- 
fits and get rich quick opportunities, 
painted so alluringly for them by agents 
and advertising literature of portable 
promotors, tumbling down _ hopelessly 
about them. At present prices charged 
by the portables it is practically im- 
possible for the owner to make money, 
let alone meet his operating expenses. 
On a recent tour of several southern 
Wisconsin cities, the writer personally 
saw several of the machines junked in 
back yards, and the owner grieving over 
ruins of his air castles. Several dealers, 
who have purchased portables for their 
own use, tell a sad tale written in red 
ink on their ledgers. 


Clark Gets Farmers to Read 


Free Feed 


T. CLARK, manager of The 
Farmers Produce Co. 216 
Third street, Marietta, Ohio, is 
boosting commercial feed sales by mak- 
ing use of the free literature put out by 
manufacturers. Instead of allowing 
this material to accumulate in the store 
as is commonly done, Mr. Clark selects 
booklets and printed information espec- 
ially adapted to the needs of his terri- 
tory, then advertises the literature 
through local newspapers. 

Established users of commercial feeds, 
as well as occasional customers are 
quick to take advantage of this service, 
and many skeptical farmers have been 
attracted to a certain brand of com- 
mercial feeds by testing out printed in- 
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Literature 


structions on their own live stock. 

Mr. Clark also makes it a rule to find 
out through personal conversation the 
variety of live-stock raising in which his 
customer is most interested. He then 
gives literature on that particular sub- 
ject and sees that the customer is kept 
supplied with additional information as 
it comes to the store. New brands of 
commercial feeds are quickly intro- 
duced in this way and there is less 
chance of dispute and misunderstand- 
ing because the customer is kept in- 
formed at all times regarding formulas 
of all brands carried in stock. 

Service of this kind appeals to farmers 
and live-stock raisers of all classes. 
They profit in various ways from it. 


shipment 
car unload 


Why scatter your orders among several companies? Why have the 


added expense of duplicated efforts, freight, bookkeeping costs, 
unloading charges, drayage? 


Become a Commander-Larabee “Profit-Car’’ buyer! 


One order—one shipment—brings you a mixed car of Commander- 
Larabee Flours, Miil Feeds, Dairy Rations and Hog Feeds. One 
order—one car to unload! 


And each of these items are nationally known brands. Commander- 
Larabee Flours are known and demanded wherever flour is sold. 
Commander-Larabee Feeds are used and recommended in all 
sections of the country. 


Longer profits—quicker turnover—these are the two principles 
underlying the Commander-Larabee “‘Profit-Car” plan. 


Write us today for complete details. 


COMMANDER-LARABEE 


CORPORATION 


Minneapolis, Minn. Kansas City, Mo. 


THE FEED BAG—JUNE, 1931 Page Fifteen 


¥ 
s 


DIAMOND 


CORN 


GLUTEN MEAL 


the ideal mash ingredient 


Diamond Corn Gluten Meal ought to 
be going into consumption with your 
poultry-feed customers. A mash con- 
taining Diamond has the foundation 
of economical egg production and there- 
fore the foundation of customer-satis- 
faction and repeat business for you. 


These are the qualities that make 
Diamond ideal for the mash: 


High protein (minimum 40%), 

Low fibre (average 2%), 

High percentage of digestible 
nutrients (over 80%), 

Vitamin A potency, 


Ideal consistency for the mash, 
All corn. 


Mixers everywhere are improving their 
mashes and lowering ingredient costs 
by the inclusion of Diamond. 

For further information see our 
salesman or write us. 


40% Protein Guaranteed 


RATION SERVICE DEPT. 
Corn Products Refining Company 
17 Battery Place, New York City 


High protein —Vitamin A potency 


E. S. Woodworth & Co. 


MINNEAPOLIS, MINNESOTA 


Offer a complete line of 


Millfeeds 


OIL and COTTON SEED 
MEALS 


either straight or mixed cars. 


Large warehouse facilities and com- 
plete stocks insure prompt shipment. 


Gr ain We offer: 


Oats, Corn, Rye, Barley 
and Chicken Wheat 


cane WIRE OR PHONE 
ATLANTIC 4593 for PRICES 


Try Us. You will like our service. 


| 
Quality | 


The finest quality pro- 
ducts at the lowest 
price—that is the tribute 


E | paid us daily by satisfied 
users of 


‘RED 3°? Brand: 
Rolled Oats 
Steelcut Oatmeal 
Whole Oat Groats 
Ground Oat Groats 
Feeding Oatmeal 
Hygrade Oatfeed (11% Protein) 
Reground Oat Hulls 
Unground Oat Hulls 
Fine Ground Oat Hulls 
White Hominy Feed (7% Fat) 


Wire us for Quotations 


The Corno Mills Company 
East St. Louis, Ill. 


Three Minute Cereals Company 
Cedar Rapids, Iowa 
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Dealers Who Keep 


Level 


Head, 


Avoid Pittalls 
Will Prosper 


By C. Neil Barrett 


USINESS today is complicated 
and interlocked. Each unit is de- 
pendent more than ever before on 

the successful functioning of every 
other unit. At the same time, business 
was never more specialized. Quicker 
improvement can be attained if each 
line of specialized business will concen- 
trate on its own problems and cease 
trying to solve the other man’s; if each 
will stop criticising the other fellow and 
find out what he can do to correct his 
own affairs; if everyone will stop try- 
ing to find a remedy to correct every- 
thing at once. 
Keep Your Head Level 

Right now the most important thing 
to do, and the most difficult as well, is 
for the feed industry to keep its head 
level and its feet on the ground. Dur- 
ing periods of business stress and de- 
pression, it is mighty easy to do things 
that would never be considered for a 
moment during normal times. 

When orders are hard to get the buy- 
er will ask and the seller is apt to grant 
concessions absolutely unsound, funda- 
mentally wrong and completely injuri- 
ous, in the long run, to both. From 
the manufacturers’ viewpoint, and the 
dealers’ too, several trade practices may 
be listed that apply to the whole feed 
industry. 

Price Cutting. Grinding feed at a 
loss, delivering without charge, are both 
types of price cutting, as well as sell- 
ing merchandise below actual cost and 
without a profit just to do business. 
Whenever you trade dollars in business 
you lose money. False ideas of value 
and of the cost of doing business are es- 
tablished that eventually are ruinous. 

Weakening of the Credit System. The 
entire grain, feed and milling business 
has been built up over a period of years 
on a basis of small profit, quick turn- 
over, and cash transactions. If long 
term credit policies enter the feed busi- 
ness, margins must be increased. Pres- 
ent profits are not adequate in any 
branch of the feed industry to permit 
credit. Consigning feed by manufactur- 
ers or jobbers is nothing more nor less 
than extending credit. Open billing, 30 
and 60-day trade acceptances and allur- 
ing consignment programs by manufac- 
turers and jobbers are exactly the same 
as a dealer selling feed to a consumer 
on time. It isn’t a case of whether a 
manufacturer, dealer or farmer is wor- 
thy of credit. The present margins of 


profit in the feed industry will not per- 
mit long term credits for anyone in it. 
The hardest thing to do when business 
is hard to get is to maintain a sounl 
credit policy. Failure to do so, how- 
ever, is just another way of price cut- 
ting and must end the same way. 
Lowering Quality Standards. Under 
this head comes not only standards of 
the quality of merchandise manufactured 
and sold, but the quality of service ren- 
dered. The temptation is great to man- 
ufacture and sell merchandise to fit a 
price. No practice can so quickly and 
thoroughly undermine and destroy the 
business the feed industry has built up. 
It can put the retailer or manufacturer 
who succumbs to it in a position from 
which he can never recover. It can 
destroy all that has been built up with 
years of effort. It is the easiest looking 
path to more business. It can do ever- 
lasting and irreparable damage. 
Despondency and Gloom. When 
business is hard to get, it is difficult to 
be cheerful. Not to be a _ pessimist 
doesn’t necessarily mean being a foolish 
optimist. The world civilization is not 
going back. The marvelous business 
structure in our country is not going 
to be destroyed. The feed industry is 
sound. It is necessary. It is honest. 
It has made a place for itself in our 
economic picture. It is going to con- 
tinue to function. Agriculture for ages 
has been a fundamental industry of the 
world. The feed industry is more close- 
ly allied to agriculture than any other. 
It may be difficult but these facts must 
be kept in mind because they give every 
one in the feed industry something solid 
to stand on and to look forward to. 
Lying Down on the Job Follows 
Despondency. One can lie down on the 
job when business is good and not be 
hurt much. When the going gets tough, 
it can’t be done. If there ever was a 
time when that good, old fashioned 
word WORK should be in every one’s 
mind, it is during a period of depression. 
Smiles and work will knock any period 
of depression into a cocked hat. 
Undue Concern About Competition. 
When business is slack, one takes 
time to worry about his competitor. If 
everyone in the feed industry would 
make himself so busy attending to his 
own job that he had no time to worry 
about the practices he hears his com- 
petitor is using, one of two things 
would happen, either there would be no 
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_ Mr. Barrett delivered the address 
lished herewith at the Central Retail 
association convention. 


ub- 
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competitor or he wouldn’t care if one 
did exist. 

Speculation. The more a gambler 
loses, the more apt he is to plunge. The 
grain and feed industry has worked 
on steadily declining markets for 18 
months. It has been impossible to do 
business and not suffer certain market 
losses. A year ago at your meeting 
this same subject was discussed—specu- 
lation as compared with sound merch- 
andising. A year ago more than 200 
mixed feed manufacturers in this coun- 
try adopted a plan of short term sell- 
ing, as compared with an old and un- 
fortunate practice of long term book- 
ings, guaranteeing of prices, and what 
have you. There were some manufac- 
turers and dealers who took exception 
to this innovation as a policy. The feed 
industry started into a new _ season’s 
business last August with a short corn 
crop, a poor hay crop, an unprecedented 
drought in heavy feed consuming areas 
and prices were low, as compared with 
past years. The stage was set for the 
greatest buying orgy the feed and grain 
trade ever had. No matter what a per- 
son’s individual opinion or preference 
may be no one can deny that the adop- 
tion of this new plan of selling has 
saved those in the feed business, every 
one in it and connected with it, mil- 
lions of dollars. No policy can succeed 
that is good for only one part of an 
industry. The majority of feed manu- 
facturers and feed dealers agree today 
that this policy is mutually profitable 
and equally so for the consumer. 

Today all grain and feed prices are 
at levels unknown before to many of 
us. There is today that temptation to 
plunge—to attempt, in one grand fling, 
to recoup all the losses of the past 18 
months. Right here and on this subject 
it is imperative for all engaged in the 
feed industry to stop and think care- 
fully, keep heads level and feet on the 
ground. 

This is not a market forecast, nor 
an attempt to persuade any one to buy 


Page Seventeen 


x 


or not to buy. If one must speculate, 
remember this. There are broad open 
trading markets—mill feed in St. Louis, 
cottonseed in Memphis, butter, eggs, mo- 
lasses, corn, wheat and oats. Speculate, 
if it must be done, in the option mar- 
ket. Let us run our feed manufactur- 
ing or retail business on a sound mer- 
chandising basis. An option can be un- 
loaded quickly at a profit or a loss. 
There is storage room for only so much 
merchandise, if it doesn’t move. One 
may be smarter than his competitor 
and buy to better advantage—but don’t 
forget—the only way to cash in is to 
sell the feed at the advanced prices 
finally to the consumer. If that isn’t 
done, nothing has been gained by bril- 
liant judgment. If this is done, the 
competitor who has not speculated, but 
has bought conservatively, will not be 


undersold. A little more in one month 
or one year might be made, but no 
matter what happens, merchandise can- 
not go up indefinitely and unless a buy- 
er is most unusual, he can’t always be 
right. 

Sound Merchandising Means Selling 
on a Replacement Basis. It may be 
slower, but it is surer. A feed business 
dependent on speculation for profit is 
ultimately doomed to failure. He who 
is smart enough to make money spec- 
ulating doesn’t need a warehouse. Even 
for five years back there has been no 
profit in buying for months ahead. 
There may have been a time when one 
could always buy bran in June or Au- 
gust, corn in September, and other feeds 
at certain other times and be sure he 
had found the season’s market low. 
That time is past and charts of market 


Exsows in the sod...toes twisted skyward 
. «there lies someone's Son. There he lies among 
the things of today...there he lies gazing into 
tomorrow. Hazily he dreams. Of what? Well, he's 


not exactly sure. But, like a boy, he's thrilled at 
the thought of what tomorrow might bring. So he 
dreams. And tomorrow...say 25 or 35 years... 
these hazy things going round and round in his 
tousled head today will have grown into things 
very, very real. 4 

Progress, the dictionary calls these things. Prog- 
ress touches almost everything. Consider what 
has happened since Purina Chows, feeds for stock 
and chickens, appeared 36 years ago. Pullets laying 
dozens instead of half dozens. Cows milking gal- 
lons instead of quarts. Steers putting on pounds 
instead of ounces. Pork to market in 6 months in- 
stead of 12 months. Feed has changed. Dreams 
have turned it into a science. 

To Purina, science in feeds means putting more 
eggs...more milk...more pork...more of these 
things in every bagful of feed...more of these 
things there for every feed dollar you spend. 
Purina’s job is never done. Tomorrow's feed will 
hold even more eggs...more milk. . -more pork 
per bagful. It will take brains...it will take 
dreamers to do this job. The Sons of today.. .the 
dreamers of the meadows...will be building the 
Purina Chows of tomorrow. Purina Mills, 923 
Checkerboard Square, Saint Louis, Missouri. 
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trends prove it. 

There are too many uses for feed- 
stuffs, too many new substitutes for the 
old standard concentrates—the con- 
sumption of feedstuffs is too widespread 
and our livestock feeding program is 
too steady and diversified not to have 
changed conditions that were once more 
simple. Conservative buying, gauging 
quantities by the prospective actual con- 
sumptive demand may not be so thrill- 
ing and spectacular, but it means sound 
profits, quick turnover, satisfied custom- 
ers. Your association has been a leader 
in establishing sound credit practices; 
you should be leaders in promoting the 
sound merchandising practice of replace- 
ment selling and conservative, non-spec- 
ulative buying. 

During this next year the feed indus- 
try will prosper most by adopting pol- 
icies based on sound merchandising prin- 
ciples. Sell good merchandise of a qual- 
ity that will build for the future. Price 
it on a market replacement basis with 
an honest and legitimate profit. Sell 
it on a sound credit plan and render 
a proper, sincere, unselfish and _ legiti- 
mate service. Work with your com- 
petitors through your association for 
the general good of your business. Con- 
centrate on constructive selling and real 
merchandising rather than speculative 
buying and the adoption of alluring 
shortcuts to uncertain profits. Maintain 
your faith in your business, your com- 
petitor and your community. Keep 
smiling and keep working. Be the kind 
of a merchant that the Central Retail 
Feed association represents and stands 
for. You will find business profits 
larger and you will have the satisfac- 
tion of knowing that, as a_ specialist 
in your line, you have done your part 
in repairing and improving the general 
businéss and the economic machine. 


HAUTER GRAIN & Coal Co., Mor- 
ton, Ill, has purchased the building for- 


a occupied by the Mathis Elevator 
oO. 


J. P. HAYNES, Bowen, Ill, who 
has been manager of the Lewis Eleva- 
tor Co., has been transferred to Jack- 
sonville, Ill. Leslie Cain will take Mr. 
Haynes’ place. 


FAMOUS MILLER DEAD 

Bernard A. Eckhart, 79, died at his 
home in Chicago, May 11, from heart 
disease. Mr. Eckhart was president of 
the B. A. Eckhart Milling Co. He was 
one of the organizers and first president 
of the Millers’ National federation, and 
a leader in the milling industry for 
more than 50 years. He was also a 
director of the Continental Illinois Bank 
& Trust Co., the Harris Trust & Sav- 
ings bank, the Chicago Title & Trust 
Co., the Erie railroad, the Chicago & 
Erie railroad, Dodge Brothers, Inc., Ar- 
mour & Co., and Montgomery Ward & 
Co. At various times he was also an 
official of the Chicago Board of Trade, 
the Illinois Manufacturers association 
and the National Council of Commerce. 
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S. E. St. John Is Elected President 
Of Central Association 


EPRESSION, that odious spirit 

which is haunting and harassing 

business men, was dealt a tell- 
ing wallop by more than 300 dealers 
who attended the annual convention of 
the Central Retail Feed association at 
the Schroeder hotel, Milwaukee, June 1 
and 2. The meeting has gone on record 
as the most successful ever held in the 
history of the organization. 

There were many new faces mingled 
with the old, familiar figures. The con- 
vention was more than an ordinary as- 
sembling of tradesmen. It was a busi- 
ness revival meeting which the dele- 
gates left with heightened courage and 
optimism and a wholesome volume of 
helpful ideas and a better understand- 
ing of each other's problems. 

St. John Elected President 

S. E. St. John, Red Front Flour & 
Feed Co., Eau Claire, Wis., was elected 
president of the association to succeed 
Walter Uebele, Burlington Feed Co., 
Burlington, Wis. James E. Vint, Far- 
mers Cooperative Elevator Co., Union 
Grove, Wis., was chosen vice president 
and Joe Straub, Lomira Elevator Co., 
Lomira, Wis., was named _ treasurer. 
New directors elected were R. P. Gup- 
till, Producers and Consumers Co., Ge- 
noa, City, Wis., three year term and Joe 
Huenink, Equity Produce Co., Bald- 
win, Wis., one year. The term of J. 
A. Becker, Wm. A. Becker Co., Mon- 
roe, Wis., continues for another two 
years. 

Most of the dealers had already ar- 
rived when the opening session was 
called to order. A. L. Flanagan, presi- 
cent of the Milwaukee Chamber of 
Commerce, welcomed them to the city. 
In his address he denounced the agri- 
cultural marketing act and blamed the 
farm board for ruining the world wheat 


market for the American farmer. As 
a solution for the surplus problem he 
recommended that the board specify a 
price high enough above the present 
market under which it would not sell 
a bushel of its present holdings during 
the 1931 crop year. “This,” he said, 
“would immediately take the huge sur- 
plus off the world’s market for the com- 
ing crop year and would have a 
strengthening effect upon both world 
and domestic markets and give the far- 
mers an opportunity to dispose of their 
grain through the regular channels.” 
Playlet Pleases Dealers 

In his annual address Mr. Uebele, 
president of the association, pointed out 
the pressing need for more organized 
efforts and greater membership to over- 
come present economic, conditions. He 
urged present members to induce their 
neighbors to join the organization. 

David K. Steenbergh, secretary of the 
association, reviewed past activities of 
the organization in his report and rec- 
ommended future projects, including the 
engaging of a field representative to ob- 
tain new members and the e¢stablish- 
ment of a collection service. 

The address by C. Neil Barrett en- 
titled “Pitfalls to Avoid During the 
Next 12 Months,” which followed, is 
published on page 17 in this issue of 
The Feed Bag. 

The morning session was concluded 
with a playlet presented by Forest Se- 
cor, Mark Porter, Joe Duero and Henry 
Kusserow, Chas. A. Krause Milling Co., 
Milwaukee. Moral of the play was 
“Watch Your Collections.” It provided 
much entertainment and valuable ad- 
vice for the dealers and the cast was 
loudly applauded. 

At noon more than 200 dealers as- 
sembled for luncheon in the Silver. ball- 
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room of the hotel. Sydney Anderson, 
vice president, General Mills, Inc., Min- 
neapolis, spoke on “Merchandising” and 
his complete address is published on 
page nine of this issue of The Feed Bag. 
Lively Dealers’ Session 

Many problems pertinent to the re- 

tail feed trade were discussed during 


the afternoon session which was con- 
ducted for dealers only. S. E. St. John 
related his experiences with portable 


mill competition and his talk was fol- 
lowed by a general denunciation of these 
itinerant machines. Stressing of the 
quality and the reliability of the serv- 
ice offered by the stationary mill, legis- 
lation, and organized effort through the 
Central Retail Feed association were 
recommended as the best means of 
meeting portable mill competition. 

J. M. Brown, New Richmond Roller 
Mills Co., New Richmond, Wis., led a 
discussion on, the advantages of selling 
feeds on a cash basis. He pointed out 
the inroads which were made into pro- 
fits by the necessity of carrying large 
book accounts. He said that a dealer 
should strive to have at jieast 12 com- 
plete turnovers of his stock every year. 

Joe Huenink, Equity Produce Co., 
Baldwin, Wis., spoke on “Records and 
Margins.” His talk created consider- 
able discussion on the question of what 
may be considered as a fair margin of 
profit in selling feeds. It was the con- 
sensus of opinion that no specific mar- 
gin should be established, since compe- 


- tition, overhead and other local factors 


made each 
ferent. 
Several dealers related their experi- 
ences with county agents in a general 
discussion held on this subject. The 
session was concluded by James Vint 
(Continued on Page Twenty-five) 


individual's problem dif- 
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Quaker 


FUL Q-PEP 


Airplane View of the Cedar Rapids, Iowa, Mill 


Your Customers Know About 


Quaker Feeds 


—for years they have read Quaker Feed advertising in their 
favorite farm and poultry papers. They are convinced that 
Quaker Feeds are good feeds—feeds that make money for the 
feeder. Many of them would like to start using Quaker Feeds 
this season. A demand is already created. Why not be the 
one to fill it? It will pay you to investigate the possibilities 
Quaker co-operation offers. Just write a card or letter asking 


for information about the Quaker Selling Plan. Do it now! 


THE QUAKER OATS COMPANY, CHICAGO, U.S. A. 


‘LN STRIPED SACKS 


UAKER FEEDS 
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MERCHANDISING Margins are too small in the feed business. We know 
Vs. SPECULATION this because about every feed dealer, jobber, broker and 
manufacturer we’ve ever visited with has told us so. 


These same fellows have told us, too, that you must buy right — you must 
speculate — or you can’t make any money. Believing this, feed men have concen- 
trated on buying to the neglect of the really more difficult business of selling. 


‘“‘What’s the market doing today?”’ is about the first question every feed man 
will ask you when you call at his warehouse or office. “‘How low or how high do 
se think linseed meal, bran, etc., will go? Is cottonseed meal a good buy at $30.00 

icago?”’ 


Most feed men seem to work, play, eat and sleep with market figures con- 
stantly in their minds. All executives, from the small dealer with one helper to 
the managers of large corporations, worry about the markets, expecting their em- 
ployes to do the selling. 


Is it strange that price tags are over-emphasized? Can you expect your cus- 
tomers to consider quality first when you are constantly thinking and talking price? 
If speculation is important in our business, we have made it so because we have 
neglected merchandising. 


THE FEED Bac believes it is time for a change. The feed industry is too large, 
too important, too necessary for those engaged in it to depend on speculation for 
success or failure. To make the change, however, we must change our psychology 
as well as our methods. 


Let’s stop thinking and talking about markets, about quotations and about 
prices. As a general rule, let’s buy what we need as we need it and give our atten- 
tion to merchandising. Let’s sell on the basis that results determine value and 
raise Our products above the price class. 


It can be done and this is a good year in which to do it. The low purchasing 
power of many of our families has resulted in a very depressed demand and low 
prices for dairy and poultry products. Feeds have reflected this condition and barring 
unforeseen accidents to pastures and the new crop of grain we are apt to have con- 
tinued low and possibly declining markets. 


The chances of making a speculative profit are small. They are always small, 
for gamblers are invariably losers whether they are playing in the feed business 
or at a card table. 


Steps to end speculation in the feed business have already been taken by the 
National Feed Merchandising council with widespread support throughout the 
country. The council is sponsoring a saner sales contract but its members are still 
talking price. 


We urge the feed industry to change its psychology. Forget prices. Sell your 
feed on a value basis with improved merchandising methods and there’ll be greater 
satisfaction and bigger margins for all concerned — feeder, dealer and manu- 
facturer.— DAVID K. STEENBERGH. 
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Clear Sailing! 
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Good, sound business—a line that moves fast, carries good will 
wherever it is sold, makes customers enthusiastic—-that’s the kind 
of business Larro Dealers enjoy! Clear Sailing year after year! 


Larro makes feeds that bring feeders the greatest profit and sells 
them under a sales policy that works for 8 dealer. Since 1912, 
when the first sack of Larro was sold, Larro has built a reputation 
among feeders for RESULTS — among dealers for SQUARE- 
DEAL, PROFITABLE BUSINESS! 


Larro feeds sell on their merits alone—but back of every Larro feed 
is Aggressive Merchandising—Extensive Advertising—Co-operation 
with Larro Dealers that moves their stock! The proved results of 
Larro Feeds, coupled with Larro’s hard-hitting so efforts, create 
customers that stay sold—create and hold for Larro dealers, business 
that grows steadily and stays healthy. 


Write for complete information about the Larro Franchise in your 
territory —learn the whole story of this line of profit feeds — find 
out all that “Clear Sailing” can mean to you with the Larro Franchise 


in your hands! Write today — NOW! 


The LARROWE MILLING COMPANY 
DETROIT, MICHIGAN 


FEEDS THAT DO NOT VARY 
[AMILY 


FOR POULTRY—HOGS— DAIRY 


we Larro Family Flour 
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Eastern Federation Will Convene 
At Lake George, June 29, 30 


Interesting Program Awaits Delegates 


summet playground in the East, 
will be the scene of the annual 
convention of the Eastern Federation 
of Feed Merchants on June 29 and 30. 
Headquarters will be maintained at the 
Sagamore hotel, Bolton Landing, N. Y. 
and all meetings will be held there. 
Large delegations of retail feed men 
from all parts of the East are expected 
to take part in the business clinic which 
will be conducted during the conven- 
tion. The business sessions will be held 
only in the mornings, leaving the bal- 
ance of the day for golf, boat trips and 
other recreational activities. New Jer- 
sey, Pennsylvania and New York will 
vie with one another to produce the 
largest delegation and a prize will be 
awarded for the largest county attend- 
ance. 


AKE GEORGE, the most famous 


Directors Meet June 28 

Most of the merchants are planning 
to travel on Sunday, June 28, making 
the trip to Lake George leisurely by 
automobile. Those coming from longer 
distances will arrive by train at Lake 
George village where they will be met 
by either motor boats or buses for the 
picturesque trip of ten miles to the Sag- 
amore hotal. Motor roads are excel- 
lent and visitors may drive from Buffalo 
or Philadelphia or New York on first 
class pavement, mostly concrete. 

A meeting of the-board of directors 
will be held on June 28 at 8 p. m. to 
consider the matters of special import- 
ance to be brought before the confer- 
ence the following morning. The new- 
ly appointed board of governors will 
also attend. Special consideration will 
be given to new features of competition 
which have developed within the trade. 

The convention will officially open on 
Tune 29 at 9:30 a. m., with President 
Fred M. McIntyre presiding. Brief re- 
ports by the officers will be followed 
by the appointment of committees and 
announcement of special events that will 
occur during the convention. 

To Diagnose Trade Ills 

President McIntyre is scheduled to 
make a report of his personal activities 
during the past year and will explain 
how the organization has met some dif- 
ficult problems successfully. He also 
has some definite projects to suggest 
for the coming season and he hopes 
there will be a large number of mer- 
chants present to discuss them. 

The Business Clinic will follow the 
president’s address. Brief talks will be 
given by the retail feed men themselves 
on subjects of general interest to the 
trade. Such subjects as “How I Made 
a Profit During the Depression,” ‘“Turn- 
ing Competition Into Profit,” “New 


Methods in Merchandising Feed,” will 
be interesting to every retailer. Every 
subject of importance will be discussed 
during the two morning _ sessions. 
Speaking will be minimized and dis- 
cussions from the floor will be per- 
mitted by the business doctors who 
will be in charge of the clinic. 


W. A. Stannard 

Mr. Stannard is busy arranging last details 
for the convention program. He is secretary 
of the federation. 

Congressman James S. Parker has 
been invited to speak at the banquet 
in the evening and is sure to bring 
some first hand information on subjects 
that kept the feed men worried and 
Washington in a turmoil during the 
last congressional session. 

The banquet will be a gay affair and 
the ladies will have places of honor in 
the center of the hall. An orchestra 
will play during the courses and a song 
leader will fill the intervals with melody 
by the members themselves. Following 
the address by Congressman Parker, a 
program of entertainment will be given 
which will include some clever musi- 
cians and a magician of extraordinary 
talent. Dancing will be in order as 
soon as the program is concluded. 

The board of governors will be for- 
mally introduced at the banquet. Fred 
McIntyre will explain the plan under 
which they will operate and will com- 
mission them to represent the federa- 
tion in their respective localities. 

Each day at 12:30 a luncheon con- 
ference will be held with a special pro- 
gram to be announced at the conven- 
tion. On the first afternoon the golf 
tournament will get under way on the 
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private course of the Sagamore club. 


Prizes have been offered by several 
firms. These will be on display at the 
hotel. 


An afternoon bridge and tea will be 
held for the ladies. Other recreational 
features will be offered for those who 
do not indulge in golf or bridge. 

On the second day the business clinic 
will be continued. Resolutions or rec- 
ommendations based on the discussions 
of the preceding day will be introduced. 
It is expected that a definite plan for 
making the eastern trade profitable dur- 
ing the coming year may be drafted. 
The election of officers will be the con- 
cluding business. 

Lake Tour Planned 

A trip around Lake George will be 
the attraction for the second afternoon. 
The lake is more than 30 miles long 
and is nestled among the foothills of 
the Adirondacks. In the distance may 
be seen the towering peaks. The high- 
est of the nearby mountains is 2,300 
feet. Nearly 400 islands dot the sur- 
face of the spring-fed lake whose water 
is so clear that the bottom may be 
clearly seen at a depth of 50 feet. 

Special programs will be conducted 
for the ladies who attend. While the 
men are digging into business troubles 
the women folks will be enjoying the 
scenic grandeur of the lake and its his- 
toric surroundings. 

The Sagamore hotel, where the meet- 
ings will be held, is an imposing struc- 
ture which was built last season. It is 
located on an island which is connected 
with the mainland by a bridge so that 
guests may drive their cars directly to 
the entrance. Porches stretch across 
three sides of the front wings overlook- 
ing the lake. Green lawns, fringed with 
magnificent shade trees, spread from the 
hotel to the lake shore. Tea tables with 
brilliant parasols dot the lawn and the 
ladies will find it hard to draw away 
from the scene of entrancing beauty 
afforded by this summer fairyland. 

Many Wonders Along Route 

Special rates have been offered to 
certified delegates. All who are plan- 
ning to attend are requested to write 
at once to the hotel to make room res- 
ervations. Write the Sagamore hotel, 
Bolton Landing, N. Y. 

Those who drive with their families 
to the convention will find much to in- 
terest them on the way. 


D. C. McQUISTON, proprietor of 
the Atlantic Feed & Supply Co., At- 
lantic, Pa., suffered a fire loss of be- 
tween $40,000 and $50,000 on May 9, 
when his big warehouse and elevator 
were struck by lightning. 
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MARK TWAIN 
WAS 
WRONG 


When he said that people seemed 
to talk a lot about the weather 
but didn’t do anything about it. 


Most Elevator and Mill Owners do 
something about it by carrying 
complete Windstorm and Hail 


Insurance. 


If you haven’t done anything about it, 
write, wire or call 


THE MILL MUTUALS 


Mutual Fire Prevention Bureau 


230 East Ohio Street Chicago, Illinois 


Calcium and Phosphate in 
Nature’s Balanced Proportion 


DICAPHO 


Dicalcium Phosphate 
97% Available 


For Dairy Feed and ~ More Milk at Lower Cost 


Meal—To Produce . . 


For Laying Mashes—To (Better Textured Shells 


Produce . . (Firm Yolks—More Eggs 


Strong Bone Structure 
For Growing Mashes—| Perfect Health 


Splendid Vitality 
To Produce *| Straight Breast Bones 
Rapid Growth 


Also for Pig Meals and Horse Feeds 


THE MOST READILY DIGESTIBLE CALCIUM 
PHOSPHATE FOR FEED RATIONS 


For Convenient Feeding 


DICAPHO-SALT 


Manufactured by: Chicago Sales Office: 
BAY CHEMICALCO.,Inc. 360 N. MICHIGAN AVE. 
New Orleans, La. Chicago, Illinois 


WRITE TODAY FOR BOOKLET AND PRICES 


and Polisher Unit 
The Biggest Profit Maker in the Field Today 
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Just as original, just as efficient as the Blue Streak 
Custom Mill. For the first time the miller can elim- 
inate constant resharpening of cutting knives and yet 
produce a better product. 


Whole corn goes into the Blue Streak and comes out 
in five even grades: coarse; medium; and fine cracked 
corn; also corn meal and corn bran; all of the finest 
quality. 


No rollers, no knives, no moving screens. The elim- 
ination of these troublesome features brings corn 


cracking and grading down in cost and at the same 
time improves quality. The elimination of knive 
sharpening alone saves hours each week in labor 
costs. 


The constant high grade cracked corn day after day 
is truly a feature. 


The capacity, operation cost and the original cost of 
this unit now place corn cracking and grading within 
the reach of the smallest miller for the first time. 


Write for Literature Today. 


PRATER PULVERIZER COMPANY 


Dept. U 


1829 South 55th Avenue 


Chicago 
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Depression Gets Wallop 
At Central Meeting 


(Continued from Page Nineteen) 


who told non-members why they should 
belong to the Central Retail Feed as- 
sociation. _He requested all who are 
now on the roster to encourage their 
fellow tradesmen to join. 

Under the suffused lights of the Silver 
ballroom of the hotel more than 400 
dealers, allied tradesmen and _ their 
wives and friends assembled as guests 
of the Milwaukee Chamber of Com- 
merce for the annual banquet which 
climaxed the first day of the conven- 
tion. They dined on guinea hen, and 
an appetizing array of additional courses 
and danced to old time music as well 
as modern jazz. Two special, local 
talent entertainment features were pre- 
sented. One of them, entitled “Too 
Many Eggs” brought laughter and long 
applause. The playlet was presented by 
a group of Milwaukee Chamber of Com- 
merce members, including Francis Duh- 
ne, A. E. Bush, Cargill Grain Co., Herb 
Hadden and Henry Wentz, W. M. Bell 
& Co. 

Another presentation showed a dealer 
asleep, dreaming of means to increase 
his profits. Three attractive girls strived 
to woo him. They were attired in cos- 
tumes representing feed sacks and fur- 
nished by the Chase Bag Co., Milwau- 
kee. The three maidens were Miss Cut 
Price, Miss Unknown Brand, and Miss 
Quality. The dealer was finally won 
by Miss Quality and prospered ever 
after. Dialogue of the act was read in 
verse form. 

Honor Association Founders 

Members of the original committee of 
30 who helped to found the Central 
Retail Feed association who were pres- 
ent at the banquet as special guests of 
honor, were called to the speaker’s 
table and presented with a cane and 
stove pipe hat. 

The banquet was directed by a com- 
mittee including John Jouno, Donahue- 
Stratton Co., chairman and toastmaster; 
W. C. Holstein, Mohr-Holstein Com- 
mission Co.; G. W. Kruse, P. C. Kamm 
Co.; O. R. Sickert, Deutsch & Sickert 
Co., and H. W. Kusserow, Chas. A. 
Krause Milling Co. 

The “Busy Dealers’ Feeding School” 
held on the following morning, attracted 
a record attendance. E. D. Holden in 
the opening lecture, told dealers how 
they could assist in the crop improve- 
ment sponsored by the Seed Council of 
Wisconsin, of which he is secretary and 
treasurer, and with which the Central 
Retail Feed association is affiliated. 

Mr. Holden also invited the delegates 
to attend the seed conference which 
will be held at Madison July 14 and 15. 

W. B. Griem, chief of the feed and 
fertilizer inspection division, Wisconsin 
department of agriculture and markets, 
followed with an explanation of the 
state laws governing the manufacture 
and sale of feeds. His talk is published 
on page 29 of this issue of The Feed 
Bag. 


J. G. Halpin, professor of poultry 
husbandry, University of Wisconsin, 
concluded the school session. He de- 
clared that the poultry industry has 
reached bottom and that from now on 
dealers may look forward to an _ up- 
ward trend in this field. 

Professor Halpin warned dealers 
against a problem which many of them 
would encounter this summer. “Hens,” 
he said, “will continue to produce for 
several weeks after the mash feed has 
been taken away from them. They will 
call upon their stored supply of elements 
to keep on laying. But this can’t last 
long. Soon the hen’s reserve will be 
used up, and then she will slump de- 
cidedly. It will then be difficult and 
expensive to get her back to her former 
basis of production. 

“Many farmers, because of low egg 
prices, will discontinue feeding the mash 
you sell them this summer. They will 
come to you and tell you that their 
flock is doing just as well without it. 
You should warn them against this 
practice, for in the long run it is un- 
economical. 

Dealers Write Exam 

“You will also have another prob- 
lem to face next fall. Many poultry- 
men purchased chicks this spring and 
started them on a good feeding pro- 
gram. Since egg prices failed to im- 
prove they decided to save money by 
depending on range feeding and pro- 
miscuous farm grains. When these pul- 
lets get into the fall season they will 
not respond to proper feeding, since 
they have been cheated during the 
summer. Farmers will tell you that 
your feed isn’t producing results. You 
should be prepared to explain the rea- 
sons.” 

Following his lecture Professor Hal- 
pin distributed papers containing 50 
questions relative to poultry feeding and 
management. The dealers answered 
“ves” or “no” to each and when they 
had finished the correct answers were 
read. This feature created much com- 
ment and was interesting as well as 
instructive to all who attended. Profes- 
sor Halpin explained the various an- 
swers to the questions as he read them 
following the examination. 

The convention drew to a _ pleasant 
close with a luncheon and_ entertain- 
ment at the plant of the Val Blatz 
Brewing Co., Milwaukee. All who at- 
tended were presented wiih a glass en- 
closed desk thermometer as a souvenir. 


BIG FOUR MILLS, Sheldon, Ia., 
has been merged with the Prairie Queen 
mills of the same city and a new cor- 
poration formed which will be known 
as the Central Grain Co. The owners 
of the new firny are Logan Nelson and 
George Arnold. 


WIRT D. WALKER, executive vice 
president, Arcady Farms Milling Co., 
Chicago, recently purchased a new 
Cord car. His many friends are now 
confident that the prosperity cycle is 
not far distant. 
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Attend Your Convention 


June 17 and 18 


Ohio Grain, Mill & Feed Dealers Asso- 
ciation, Cleveland Hotel, Cleveland. 


June 23 


Oregon Feed Dealers Association, first 
annual convention, Oregon State mates 
Corvallis, Ore. 


June 29 and 30 


Eastern Federation of Feed Merchants, 
Sagamore Hotel, Lake George, N. Y. 


July 17 


Michigan Hay, Grain & Feed Dealers As- 
sociation, Hotel Durant, Flint, Mich. 


July 23 and 24 . 
ice York Hay & Grain and National 
Hay Association, Buffalo, N. Y. 


October 12 to 
Grain & Ped Dealers National Associa- 
tion, Rice Hotel, Houston, Tex. 


Wisconsin Portable Mill 
Is Engrossed 


Bill 781-A which requires portable 
mills to pay a license in each village, 
city or township in which they oper- 
ate, was engrossed in the Wisconsin 
assembly by a vote of 75 to 10 on June 
2. The measure is expected to come 
up for a final vote this week. 

Originally the bill demanded a fee of 
$50.00 for each portable mill, payable 
to the city, village or township in 
which it operated. It was later amend- 
ed to read $15.00. At the time of the 
engrossment last Tuesday, the fee was 
again raised to $25.00. 

Wisconsin dealers are anxious to have 
the bill passed, as it will assist them 
in meeting portable mill competition. 
The Central Retail Feed association is 
giving its full support to the measure 
in behalf of its many Wisconsin mem- 
bers. 


Eau Claire Dealers Club 
Discusses Problems 


Members of the Eau Claire District 
Dealers club discussed business prob- 
lems at a meeting held at the. Eau 
Claire hotel, Eau Claire, May 11. S. 
E. St. Jehn, head of the group, and 
recently elected president of the Cen- 
tral Retail Feed association, presided. 

Topics discussed included the trend 
of feed prices, outlook for agriculture, 
selling margins, baby chick deliveries 
and consignments. 

The next meeting of the club will be 
held at Chetek, Wis., and will probably 
begin in the afternoon, enabling the 
dealers to return to their homes after 
the dinner in the evening. F. H. Hem- 
brook, F. H. Hembrook & Co., Chetek, 
will have charge of the affair. Date 
and place of the meeting will be an- 
nounced: later. 


A. W. BERKNER, Sicux City, Ia., 
has leased Emil Brunn’s feed mill and 
warehouse at Mellette, S. D. 
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FROEDTERT 
Grain & Malting Co. 


Grain and Feed 


MILWAUKEE 
MINNEAPOLIS © © 


The New Monarch Cold Molasses Outfit 


Is a Big a 
Profit-Maker = | 


Keeps farmers feed dol- 
lars coming to your mill 
because it adds up to 50% 
molasses to feeds they bring to 
be ground. Feeds are free from 
molasses balls, well mixed, fresh and 
fragrant. Get that extra two or three 
dollars per ton for your feeds. You 
will find the Monarch efficient end 
reasonably priced. Why not learn all 
about it now. 


Takes Less Power 
For Cold or Hot Molasses 


} 

4 


2-5 and 10 ton capacity Per Hour Bolt or Motor Drive 


Write, wire or phone nearest office. 
No obligation. 


SPROUT, WALDRON & CO., Inc., 3: Muncy, Pa. 


Chicago Office 950 Clinton St. Other Representatives 
al Buffalo Office 725 Genesee Bldg. Conveniently Located C1 
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Fish Products Gaining Importance 
As Animal, Poultry Feeds 


By Ruel J. Manning 


Bureau of Fisheries, United States Department of Commerce 


ARINE products represent a 

great potential food industry. 

The importance of this indus- 
try can be visualized when one realizes 
that three-fourths of the earth’s surface 
is water. 

It has been known for a long time 
that protein is essential to any diet for 
the maintenance of life. Fishery pro- 
ducts are an excellent and a _ cheap 
source of protein. Furthermore, the 
proteins found in fish and shellfish have 
a high coefficient of digestibility. 

The quantity and variety of minerals 
in marine products are being determined 
by chemical and spectrographic analy- 
ses, through the work of the bureau’s 
scientific investigator at John Hopkins’ 
university. Calcium, phosphorus, cop- 
per, iron, manganese, sulphur, magne- 
sium, iodine, fluorine, chlorine, sodium, 
potassium, titanium, aluminum, silver, 
zinc, silicon, lead, tin, barium, boron, 
chromium, lithium, nickel, niobium, 
strontium and vanadium, are among the 
mineral constituents found by this and 
other scientific investigations. 

Preventives of Diseases 

A number of the above-mentioned 
minerals have been shown to be vital 
in life processes. Notable among these 
is iodine as a prevention and cure of 
simple goiter, and copper, manganese, 
and iron as a remedy for nutritional 
anemia. 

At least 34 elements have been iden- 
tified in sea water. A good many, if 
not all, of these are essential to life. 
In fact, knowledge concerning mineral 
nutrition is in its infancy. Great dis- 
coveries in the future will come in this 
field. 

Cod liver oil is an example of the 
richness of marine products in vitamins. 
Oysters are another example. Cod- 
liver oil has been in use as a curative 
for many years. Long before the mod- 
ern knowledge of vitamins became avail- 
able to the medical profession, cod-liver 
oil was universally recognized as a tonic 
and metabolic factor. It is needless to 
mention, of course, the tremendous use 
of cod-liver oil in mixed feeds in recent 
years. 

Fish meals may be divided into two 
general classes according to their oil 
content: namely, oily fish meals and 
non-oily fish meals. Oily fish meals 
may be considered as those prepared 
from fish in which the oils are distrib- 
uted generally throughout their bodies, 
whereas non-oily fish meals come from 
fish whose oils are concentrated main- 
ly in their livers. A certain amount of 
prejudice has grown up in the trade 
regarding the term “oily” as applied to 
fish meals. Oily meals have been con- 
sidered inferior products but this pre- 


judice is unfounded and misunderstand- 
ing exists as to the true value of good 
oily fish meals. An oily meal properly 
prepared is a product of unexcelled 
feeding value among sources of animal 
proteins. 

Oily fish meals are relatively high in 
oil or fat and somewhat lower in pro- 
tein content than non-oily meals. There 
is some evidence resulting from recent 


Ruel J. Manning 
Mr. Manning delivered the address pub- 
lished herewith at the annual convention of 
the Amerian Feed Manufacturers associa- 
tion. Other talks will appear next month. 


scientific research to indicate that non- 
oily fish meals may be best suited to 
some farm animals and that other farm 
animals may give more economical re- 
turns on oily fish meals. 

Fish Meal Sources 

White fish meal is prepared from the 
nonedible waste of the cod, haddock, 
pollock, hake, and similar ground-fish 
taken in our North Atlantic fisheries. 
Nearly all of this fish waste and waste 
fish is the by-product of the operations 
of the trawler and the filleting indus- 
tries. 

Herring, mackerel, menhaden, pil- 
chard, salmon, and tuna are oily fish 
and the oil is removed from them be- 
fore conversion into meal. 


HE annual convention of 

the American Feed Manu- 

facturers association was 
in session at French Lick, Ind., 
as The Feed Bag went to press. 
Complete details, including ad- 
ditional. talks, officers elected, 
names of golf prize winners and 
numerous photographs will be 
published in the July issue. 
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Atlantic coast herring meal comes 
principally from Maine and Chesapeake 
bay regions, and almost all of this is 
manufactured in Maine. In this case, 
the source of the meal is largely can- 
nery refuse. Mackerel meal also comes 
from cannery refuse. 

Menhaden meal is the ground, dehy- 
drated product of the whole fish after 
the oil has been removed. The men- 
haden is classed as a nonedible species 
of fish, due to its high content of oil. 
This does not mean that the menhaden 
is inedible, as it is eaten to a limited 
extent. 

Pilchard (California sardine) meal is 
the largest single source of fish meal 
in the United States, according to 1929 
statistics. Some pilchard meal is pre- 
pared from the whole fish and some is 
made from cannery refuse. This situa- 
tion is due to the California state law 
which permits a certain percentage of 
the whole pilchard catch to be converted 
into meal and oil and requires that the 
balance be preserved for food purposes. 

The source of salmon and tuna meals 
is cannery refuse. Whale meal comes 
from the whole animal after the oil has 
been removed. The sources of miscel- 
laneous fish meal are cannery refuse, 
market waste and non-marketable fish 
and fish products. The commercial 
sources of shellfish meals are the crab 
and shrimp industries. Shrimp meal is 
manufactured largely from cannery re- 
fuse and waste of the shrimp drying in- 
dustry. 

Rich in Vitamins 

Cod liver meal is the dried and ground 
“chum” or residue of cod livers after 
the oil has been extracted. However, 
so little of it is produced in this coun- 
try that we have no statistics on this 
type of meal. 

The value of fish meal in animal feed- 
ing is well-known. In surveying the 
literature in this field, the reader will 
find that there are 21 references which 
report that fish meal gave better re- 
sults and more economical gains in feed- 
ing farm animals than did tankage or 
meat meal, whereas there are only three 
references which reported the superior- 
iority of tankage or meat meal over fish 
meal in this respect. There are six ref- 
erences reporting these fees on an equal 
basis. 

The total consumption in 1929 of cod- 
liver oil in this country, for curative 
purposes and animal feeding, was some- 
where between 3,000,000 and 4,000,000 
gallons. Ninety per cent of our domes- 
tic consumption of cod-liver oil is im- 
ported. We only produce 10 per cent 
of the cod-liver oi which we consume. 
The production, in 1929, in the United 

(Continued on Page Thirty-one) 
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Inexpensive Ingredients 


For Mixers 


Poultry Wheat a Specialty 
Barley—All Grades 
Corn—Oats—Mill Oats 
Barley Needles 


Ground Screenings 
Ground Oats 
Ground Barley 


GROUND SCREENINGS 
with MOLASSES | 


Fish Meal 
Mineral Mixtures 


CO. 


Chamber of Commerce..... Minneapolis 


A. Thimbleful 
of Feed! 


That’s about what a baby chick will consume in 
one day. 


To be right it must be perfectly balanced. It is 
supposed to contain SOME of EACH of seven to 
sixteen ingredients. 


That calls for thorough mixing. 


A Burton Mixer assures you of complete, uniform 
blending of feeds. Its operation is simple, thorough, 
rapid, low in cost. 


BUILT IN FIVE SIZES. WRITE FOR PRICES. 


The Burton Feed & Mixer Company 
2844 East Grand Blvd. Detroit, Mich. 


Deutsch & Sickert 
Company 


400-402 Chamber of Commerce, MILWAUKEE, WIS. 


REPRESENTATIVE OF 


A. E. STALEY MFG. CO. 


Corn Gluten Feed . . . 23% Protein 
Corn Germ Meal - - 18% Protein 


Staley’s Soy Bean Oil Meal 
40% Protein 


Straight and Mixed Cars 


DISTRIBUTORS 
PILOT BRAND and PURITAN BRAND 
Genuine Oyster Shells 
Write for delivered prices 


Get our CORN and OAT Prices 


Feeds of all kinds also Hay— 
Alfalfa Hay a Specialty 


Use the Phone—Call 


Marquette 3140-3141 


Feeds and Feeding 


Latest Complete Illustrated Edition 


By Henry Morrison 


A GOOD BOOK TO READ. 


It will give you the most com- 
plete and accurate informa- 
tion available on feeding, feed 
ingredients and feed mixing. 
A big help in merchandising. 
Write for your copy. 


Feeds and Feeding . $4.50 


Feeds and Feeding 
with THE Bac 
for one year ..... $5.50 


Che feed Bag 


210 E. Michigan Street Milwaukee, Wis. 
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Feed Inspection 
Work Explained 
To Central Dealers 
At Convention 


By W. B. Griem . 


E have had a great deal of mis- 

understanding with dealers on 

what is custom mixing and 
what is regular manufacturing. The 
manufacturing of feeds requires licens- 
ing, proper labeling, etc., in compliance 
with the feeding stuffs law. Custom 
mixing is a different proposition. The 
distinction can be most clearly defined 
by citing an example. A farmer comes 
to you with a formula which he wishes 
mixed for him. He buys your unmixed 
ingredients, all of which must be regis- 
tered, except corn, oats, and such cereals 
as are not subject to the provisions of 
the feeding stuffs law, and asks you to 
mix these for him. The mixture is de- 
livered only to that farmer, no registra- 
tion of that particular brand is neces- 
sary, nor need such lots of feed be 
labeled. 

Suppose the customer wants only a 
small amount of the mixture. You feel 
that you do not want to run your mixer 
for that amount and put in more grain 
with the hope of selling it to some other 
customer. Then the situation is 
changed and the balance of the feed 
which you have left must be duly regis- 
tered with our department, the registry 
fee paid, and the lot properly labeled. 
It is for the privilege of having in stock 
various amounts of ready mixed feeds 
that many dealers register with us a 
complete line of feeds, and thus qualify 
as manufacturers. 

Register by January 1 

We have a request to make of you 
dealers who are also manufacturers, and 
that is that you send in your applica- 
tions for registering feeds when they 
are due. Our feeding stuffs law requires 
that all feeds be registered before Janu- 
ary 1. We are sorry to say that most 
of them are not registered when they 
are due. We dislike very much to pro- 
secute for such minor violations of the 
feeding stuffs law, but it may be neces- 
sary if applications for licenses are not 
sent in more promptly. As we see it 
there is no justification for our having 
to send you notices of unregistered 
feeds. 

Many of you are just starting to mix 
feeds and are beginning to carry in 
stock a regular line of your own 
brands. We receive from you and from 
others who intend to start mixing many 
samples of feed with the request that 
we analyze them so that the guaranteed 
analysis required for use on the label 


may be determined. It is really im- 
possible for us to analyze all such sub- 
mitted samples of feed. The cost of 
doing such work is prohibitive and our 
staff is inadequate to take care of it. 
We find that in many cases where we 
have analyzed such samples of feed, and 
recommended guaranteed analyses, that 
the samples submitted were not repre- 
sentative of the lots which were actual- 
ly mixed. Later the dealers experience 
trouble in that their feeds fail to com- 
ply with the guaranteed analyses. Be- 
cause of this difficulty in properly sam- 
pling a particular lot of feed it is far 
more satisfactory to calculate a conser- 
vative guarantee from the formula it- 
self. If you experience trouble in thus 
obtaining the necessary guarantees we 
are always willing to help you deter- 
mine the necessary label information. 

We are frequently asked for informa- 
tion and recommendations on formulas, 
but such requests are turned over to the 
college of agriculture, either to Profes- 
sors Halpin or Humphrey, as they are 
the ones who make such recommenda- 
tions. 

Local Mixing Increases 

In our work we find that local mix- 
ing is still increasing at a rapid rate. 
We do find a few dealers who have 
mixed for some time and then go back 
to only custom mixing but they are in 
the minority. 

Early this year an improvement was 
made in our feed inspection service in 
that another field man was added to 
our staff. Our Mr. Gasey, who was 
our only inspector for several years, is 
now covering only the southern half of 
the state and our new man, Mr. Lur- 
vey, is covering the northern section. 
An increase has also been made in the 
laboratory staff to enable us to analyze 
more samples. A trained microscopist 
is now on our staff to help us in de- 
tecting adulterations which might exist. 

This year a change was also made in 
the method of our financial operation. 
Ever since the passage of the first Wis- 
consin feeding stuffs law, all of the 
money received from feed inspection 
was left on a revolving fund and de- 
voted solely to feed inspection work. 
The budget bill passed during the pres- 
ent session of the legislature cancels 
this revolving fund. Instead a direct ap- 
propriation is made to our division. The 
appropriation made, however, is just as 
large as the total fees received last year, 
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Mr. Griem, who delivered the address 
lished herewith, is chief chemist of the 
consin feed and fertilizer inspection division. 


ub- 
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so you can still consider that all fees 
paid to us are still devoted toward feed 
inspection problems. 

A few months ago our department 
established a new regulation to include 
iodized salt under the feeding stuffs 
law. We had found samples on the 
market which were labeled iodized salt, 
costing several dollars a ton more than 
ordinary salt. These samples, when an- 
alyzed, were found to contain no iodine 

The commissioners of agriculture and 
markets have authority to establish reg- 
ulations which they feel are necessary to 
protect Wisconsin agriculture. As io- 
dized salt is comparable to mineral 
feeds, and they were already subject to 
the feeding stuffs law, a ruling was 
made to include these salts under the 
feeding stuffs law. At the same time 
a standard was established for minimum 
iodine content in a product which could 
be called iodized salt. We set this stan- 
dard at .015 per cent of iodine, which 
is equivalent to one pound of potassium 
iodide in 5,000 pounds of salt. In other 
words, we required two-fifths of a pound 
of potassium iodide in a ton of salt, and 
this is approximately less than $2.00 
worth of potassium iodide per ton. 

Define Dried Milk 

At the present time the Association 
of American Feed Control Officials is 
working on definitions for dried milk 
products. A great need was found for 
the establishment of some kind of a 
standard to distinguish dried skimmed 
milk from dried buttermilk. By chemi- 
cal analysis they are most readily dis- 
tinguished because of their difference in 
fat content. Dried skimmilk contains 
only about one-half of 1 per cent fat, 
whereas dried buttermilk contains about 
6 per cent fat. Dried skimmilk is usu- 
ally worth about one-half cent less per 
pound than dried buttermilk. I do not 
know which is the best for feeding pur- 
poses, but we have always felt that all 
feeding stuffs should be sold under their 
true name. At the present time a great 
deal of the dried buttermilk is adulter- 
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ated with dried skimmed milk. 

Dealers can do a great service to Wis- 
consin dairymen by discouraging the use 
of the various remedies which purport 
to cure contagious abortion. I realize 
that this is not strictly a feeding sub- 
ject but we have done considerable work 
in our laboratory in analyzing various 
live stock remedies, and there is no 
question but that thousands and thou- 
sands of dollars have been taken from 
Wisconsin dairymen for preparations 
which are purported to cure contagious 
abortion. Just recently we analyzed the 
contents of a can which would cost, at 
any drug store, not more than 5 cents, 
yet the preparation was retailing at $3.00 
a can. Such a preparation would be 
cheap at any price if it would cure con- 


tagious abortion, because it is estimated 
that Wisconsin alone suffers a yearly 
loss of from $8,000,000 to $10,000,000 
from this disease. All of such prepara- 
tions are fraudulent, because after years 
of research work the veterinary science 
has been unable to discover any cure. 

Just a little about our testing of vita- 
min D potency of cod liver oils. This 
work was inaugurated several years ago 
at our laboratory. It has been in- 
teresting work, and of great practical 
value to poultrymen. Whereas, it was 
expected that there would be a great 
variation in‘ vitamin D potency, actual- 
ly every oil so far tested satisfactorily 
prevented rickets when used in accord- 
ance with current recommendations of 
poultry specialists. 


Here’s a REAL 
health-building mash! 


The Ubiko Milling Co. makes it—by 
using this proved milk ingredient 


**With Kraco added to our Ubiko All- 
Mashes,”’ says The Ubiko Milling Co., 
of Cincinnati, Ohio, ‘‘we sell custom- 
ers poultry feeds with a distinctive 
flavor that increases palatability and 
assures more rapid and complete 
digestion.”’ 


It’s health-building rations like 
these that bring customers back again 
and again for more. That’s why Amer- 
ica’s leading feed manufacturers are 
turning overwhelmingly to Kraco. 

Mix Kraco—The Milk Sugar Feed— 
with your starting, growing, and lay- 


ing mashes. By test—baby chicks fed 
on Kraco-mixed mashes speed up, 
grow into sturdy birds of major uni- 
form weight, become high producers 
at an early age. 


Kraco contains 70% lactose (milk 
sugar) and the highest percentage of 
invaluable milk minerals available for 
poultry mashes. Free running in any 
climate, Kraco is surprisingly easy 
and economical to use. 

Start using Kraco today—get in on 
the quick, consistent profits it assures. 
Write for complete information. 


KRACO 


The With Sugar Feed 


made only by 


KRAFT-PHENIX CHEESE CORPORATION 


General Offices: 403-p Rush St., Chicago, Illinois 


Division of National Dairy Products Corporation 
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Chicago Group Praises 
Feed Selling Plan 


Desire to continue the plan of mar- 
keting feeds with shipment limited to a 
60 day period and a privileged extension 
of another 60 days was unanimously ex- 
pressed by the Chicago Regional Group 
Feed Manufacturers at a meeting held 
at the Union League club, Chicago, 
May 12. 

It was also agreed that the carrying 
charge for feeds be changed from the 
basis of 50 cents per ton for 30 days 
to 25 cents a ton for each 15 days. Man- 
ufacturers who attended praised the 
merchandising plan and expressed them- 
selves in favor of continuing it. 


Meetings of manufacturers’ groups 
were also recently held in Buffalo, 
Cleveland and Philadelphia. Each of 


these groups heartily endorsed the plan 
and urged its continuance. 


VISIT EXPERIMENT STATION 

Two hundred feed merchants from 
various parts of Ohio gathered at the 
experiment station at Wooster, May 7, 
where they made a detailed study of 
feeding operations which have been con- 
ducted there. The station specialists 
showed the dealers the kinds of feed 
best adapted to feeding cattle, sheep 
and hogs and asked for their coopera- 
tion in providing these types of feed for 
their patrons. C. R. Arnold, Ohio State 
university agricultural college, was the 
principal speaker. 


A. L. HARRE, Anna, Ill, has been 
appointed manager of the Farmers 
Flour & Feed Store, Cobden, IIl., suc- 
ceeding Jeff Hankla, who recently re- 
signed. 


JOHN MILLER, Piper City, IIL, 
has purchased a building which he is re- 
modeling into a feed warehouse and 
store. Grinding and mixing machinery 
will be installed. 


I. W. PAGE Feed Store, Danburg, 
Wis., was recently destroyed by fire. 


COTTON CAMPAIGN 

Efforts to encourage wider use of cot- 
ton bags among feed, fertilizer, sugar 
and other manufacturers were launched 
in Jackson, Miss., recently. The cam- 
paign will be directed by the commis- 
sioner of agriculture, bankers, merch- 
ants and others interested in expanding 
cotton consumption in the South. 


MILES P. McNALLY DEAD 

Miles P. McNally, vice president, 
New Richmond Roller Mills Co., New 
Richmond, Wis., died May 5 in a Min- 
neapolis hospital. Death was attributed 
to diabetes. Mr. McNally was 67 years 
old and was one of the founders of the 
New Richmond Roller Mills. He was 
actively interested in the agricultural as 
well as municipal progress of his com- 
munity and served as president of the 
Bank of New Richmond. 
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Marine Products Furnish 
Variety of Feeds 


(Continued from Page Twenty-seven) 


States and Alaska, of tuna, sardine, 
menhaden, salmon, Alaska herring, and 
Maine herring oils, was in excess of 
12,000,000 gallons. Sardine oil at 50 
cents a gallon is replacing imported cod- 
liver oil in poultry feeding on the Pa- 
cific coast. The imported cod-liver oil 
has been costing the poultrymen from 
$1.50 to $2.00 per gallon. 

Kelp meal, the dried and ground pro- 
duct of Pacific coast kelp, in the last 
few years, has commanded considerable 
attention in animal nutrition. Although 
we know little of its real feeding value 
and have no scientific data on this pro- 
duct, its principal use probably will be 
as a mineral supplement. The bureau 
of fisheries is planning to undertake 
shortly, in cooperation with the indus- 
try, a program of scientific research in 
which it is hoped to secure consider- 
able chemical and biochemical data on 
these products. 

For several years a large fresh water 
mussel industry has been in existence 
in the Mississippi valley. These mus- 
sels are at the present time taken en- 
tirely for their shells. Buttons are made 
from these shells. As far as we know, 
no investigation has been made of the 
possibilities of commercial utilization of 
the mussel meat. The dried and ground 
mussel meat should offer promise in 
animal feeding, if sufficient quantities of 
raw material are available. 

Gain in Shell Products 

Oyster, mussel, and clam shells have 
wide use in the poultry industry. Ac- 
cording to 1929 statistics of the bureau 
of fisheries, 262,232 tons of crushed oys- 
ter shell, valued at $2,223,853, were used 
for poultry feeding, and in this same 
year, 11,772 tons of crushed fresh water 
mussel shell valued at $130,557, were 
used in poultry feeding. Information 
received by us indicates that these ma- 
rine sources of poultry feed and lime 
have higher feeding value than other 
sources of the same material. This may 
be due to the presence of other min- 
erals, such as iodine, in the marine 
shells. 

From the standpoint of national eco- 
nomics, it is good business to encou- 
rage and carry on the constructive and 
intensive advertisement of products 
from the sea in those regions where 
these products are most needed. There 
is a great opportunity for the fishery 
industries and the feed manufacturers 
to render a real public service by con- 
centrating on the marketing of marine 
food products for human consumption 
and feeds of a marine origin for use in 
animal nutrition in these sections of our 
country where there is a constant fight 
going on against goiter and other dis- 
eases resulting from mineral depletion. 


SMYRNA MILLING CO., Belding, 
Mich., has improved its feed grinding 
facilities and installed a magnetic sep- 
arator. 


LEE L. HAMMOND, Minneapolis, 
formerly associated with Penick & 
Ford Sales Co., Cedar Rapids, Ia., and 
later with Albert Dickinson Co., Minne- 
apolis, has accepted a sales position 
with the Nutrena Feed Mills, Inc., Min- 
neapolis. 


NEW FEEDING CHART 


Penick & Ford Sales Co., Cedar 
Rapids, Ia., has just issued its new chart 
outlining balanced rations containing 
Douglas Corn Gluten Feed and Doug- 
las Corn Gluten Meal for livestock and 
poultry. The chart is illustrated in two 
colors and may be conveniently hung 
on the wall. The company reports that 
copies will be gladly furnished to deal- 
ers on request. 


Riebs Company Establishes 
Feed Department 


The Riebs Co., one of the oldest grain 
firms in the Milwaukee market, with 
headquarters in the Mitchell building, 
has established a feed department. Wil- 
liam Moll has been appointed manager. 

Mr. Moll for the past ten years has 
been associated with the Franke Grain 
Co., Milwaukee, and is well-known to 
the trade. He will handle millfeeds, 


linseed meal, cottonseed meal and _ all 
other feeding materials on a jobbing 
basis, serving points within a wide ra- 
dius of Milwaukee. 

The new feed department began oper- 
ations on June 1. 


BETTER BUILT BAGS 


BAG FACTORIES » COTTON MILL » BLEACHERY 


TALK BAGS! ««« 


(Quoted from Customers’ Letters) 


We want you to know that we 


appreciate your thoughtfulness. 


We have seen all kinds of ser- 


vice, but we have never seen any 
that equals the kind rendered 


by you and your organization. 


WERTHAN BAG CORPORATION 


NASHVILLE » NEW ORLEANS 
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A Fast Selling 
Chick Starter Mash 


Here is a chick ration 
which has been widely adver- 
tised for many years—which 
gives perfect satisfaction 
or the purchase price is 
returned and which is so 
low in price this year that 
Jy thousands of new users 
i! | #@will be added to the big 


NORTHRUP, KING & CO.’S 


STERLING STARTER 


With Dried Buttermilk, Cod Liver Oil 
And All The Necessary Proteins 


kee 


Write for sample and price 


7 Northrup, King & Co., Feeds and Seeds q 


A sure way to 
greater profit 


Quality feeds mean repeat business. 
Repeat business means greater profit 
through elimination of sales costs. 


The quality of Occident Feeds has been 
maintained for half a century on a 
par with Occident Flour. Milled from 
high protein wheat that has been 
washed and scoured (with all screen- 
ings eliminated) the maximum_ food 
value is found in Occident Feeds. 
Your trade will be quick to appreciate 
this quality and it will develop repeat 
business for you. 


flcciwENT 


Occident Hard Wheat Bran 

Occident Hard Wheat Mixed Feed 

Alta Hard Wheat Middlings : 

Occident Hard Wheat Standard Mid- 
dlings. 

Occident Hard Wheat Flour Middlings 


RUSSELL-MILLER MILLING Co. 


GENERAL OFFICES 
MINNEAPOLIS MINNESOTA 


WE SELL DEALERS ONLY 


Queen Wheat Feed 


— WHEAT 
MIXED FEED 


—Wheat Low Grade Flour, Red Dog. 
Middlings, Bran, Screenings 
not exceeding mill run oa 


ST.PAUL, MINN. 
Office 315 Corn Exchange 


MINNEAPOLIS, MINN. 


is a Pure 
Wheat offal 
and is man- 
ufactured 
in our own 
mills. Can 
furnish 
Queen in 
straight or 
mixed cars 
with Che- 
rokee Pure 
Bran and 


Cherokee 
Middlings. 


Capital Flour Mills, Inc. 


CORN EXCHANGE 


MINNEAPOLIS, MINNESOTA 


R. L. HERRICK M. H. HERRICK 


100% FOR 


THE DEALERS 


CO. 


Phones 


135 
118 


HARVARD 


HERRICK 
FEED 


Phones 


135 
118 


ILLINOIS 
WHOLESALE 


GRAIN & FEED SHIPPERS 


R. L. HERRICK, Jr. J. M. HERRICK 
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Ohio Dealers 


To Convene 
At Cleveland 


June 


ONFIDENT that the darkest per- 
iod of the depression has passed 
and that dawn is breaking, mem- 

bers of the Ohio Grain, Mill & Feed 
Dealers association will assemble for 
their 52nd annual convention at the 
Cleveland hotel, Cleveland, Ohio, June 
17 and 18, to launch upon a new period 
of activity. 

Five speakers are scheduled for the 
meeting. Each of them has selected a 
topic which is pertinent to business and 
the welfare of the grain, mill and feed 
industry. 

Quinn Will Speak 

Charles Qvinn, secretary, Grain & 
Feed Dealers National association, To- 
ledo, will discuss price pegging and will 
point out the lesson that it taught the 
government in economics. Mr. Quinn 
has devoted himself to an intensive 
study of the farm board and its, activi- 
ties since it was first organized and has 
many facts at his disposal. 

A particularly interesting address 
which is adapted to modern times, will 
be given by Harold Anderson, president, 
National Milling Co., Toledo. He wil! 
explain the adjustments which are nec- 
essary to overcome the present chang- 
ing conditions. 

D. L. Gaskill, secretary, National 
Electric Light association, will tell why 
it is profitable to belong to a trade 
association. In times of depression the 
need of cooperative effort among mem- 
bers of various industries becomes es- 
pecially apparent and Mr. Gaskill will 
point out that it is not only good busi- 
ness to belong to an association in 
times of stress, but in periods of pros- 
perity as well. 

To Talk on Hedging 

Those interested in the buying and 
selling of feed and grain will find much 
information of value in the talk to be 
given by Kenneth Crittenden, Early & 
Daniel Co., Cincinnati, who will ex- 
plain how to follow the market and 
hedge properly. Mr. Crittenden speaks 
from first hand experience in this field 
and will have many helpful pointers to 
disclose to the convention delegates. 

Another topic of particular interest to 
the trade will be discussed by Charles 
S. Clark, editor Grain & Feed Journals, 
Chicago. He will talk about the col- 
lection of drafts. 

The annual banquet, which always at- 
tracts a large assemblage andi furnishes 
a variety of entertainment, will be held 
on the evening of June 17 in the Cleve- 
land Chamber of Commerce club rooms, 


17, 18 


located on the 14th floor in the new 
Terminal building tower. Members of 
the Cleveland Grain exchange will be 
hosts and the program will be in charge 
of Frank Sheets. Free trips to the 
new Terminal observation tower and to 
the “Home in the Skies” will be one of 
the many features of the banquet. 

W. W. Cummings, secretary of the 
association, predicts a record attend- 
ance at the convention. 

“The grain man’s outlook is the best 
in many years,” he reports. “With nor- 
mal weather conditions there will be a 
bumper crop of grain to handle and 
probably without interference from the 
Grain Stabilization Corp. Come and 
hear what the experts have to say on 
the movement and price of the new 


Michigan Dealers Meet 
At Flint, July 17 


Members of the Michigan Grain, Feed 
& Hay Dealers association will meet 
for their 30th annual convention at the 
Hotel Durant, Flint, Mich., Friday, July 
17, it was decided at a meeting of the 
board of directors on May 14. 

Fred W. Zinn, Battle Creek, presi- 
dent, is busy preparing an interesting 
program and obtaining speakers. The 
convention will occupy one day only. 
A luncheon with musical entertainment 
will be held at noon, followed by a 
business session and the election of 
officers. 

“Because of unsettled business con- 
ditions it is more necessary than ever 
for us to get together and help solve 
each others’ problems,’ advises Mr. 
Zinn. “We are planning an interest- 
ing and instructive program and it will 
pay every dealer to attend.” 


D. W. TERRILL, Arcadia, End., has 
purchased the Arcadia Feed & Seed 
Store from Clifton Caca and_ has 
changed its name to D. W. Terrill Feed 
& Seed Co. Mr. Terrill, who was man- 
ager of the store for two years before 
purchasing it will continue to handle a 
complete line of feeds and seeds. 


CHARLES G. CARPENTER, 94, 
Richmond, Ind., who for more than 50 
years was head of the Richmond Roller 
Mills & Elevator Co., died recently. 


FRED O. QUIGLEY, Boston mana- 
ger for the Russell-Miller Milling Co., 
spent his vacation in Minneapolis re- 
cently. 
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O. Perry Hall 


Mr. Hall, president of the Ohio Grain, Mill 
& Feed Dealers association, will preside at 
the convention. 


crop. All dealers are welcome.” 

Entertainment for the ladies will also 
be provided during the convention and 
delegates are urged to bring their wives 
and kiddies. 


NEWSOME FEED CO., Chicago, 
has been organized by the Newsome 
Feed & Grain Co., Pittsburgh, to as- 
sist the Newsome Millfeed Co., Kansas 
City, the Reliance Feed Co., Minneapo- 
lis, and the Newsome Feed & Graii 
Co., Pittsburgh, in servicing the trade 
surrounding Chicago. L. C. Newsome 
is president of the new firm and Chester 
W. Chapin, formerly of Chapin & Co., 
Hammond, Ind., is manager. Millfeeds 
will be bought and sold by the new 
company. 


ENTERTAINS OHIO DEALERS 
Quaker Oats Co., Chicago, enter- 
tained 150 of its Ohio dealers at the 
Wooster Country club, Wooster, May 
7. During the day the dealers listened 
to speeches by members of the experi- 
ment station staff and in the evening 
were guests of the company at its an- 
nual divisional banquet. H. B. Damon, 
Akron, was chairman of the evening 
program. M. F. Arnold, western divi- 
sion manager, talked on “Our Com- 
pany”; O. B. Kent, poultry service de- 
partment, discussed “Ful-O-Pep 
Feeds”; C. P. Clark, eastern division 
manager, analyzed “Retail Feed Merch- 
andising”; Prof. Paul Gerlaugh, head 
of the animal husbandry department at 
the experiment station, was also a 
speaker. 


MISS EDITH M. SCHULER, Min- 
neapolis, secretary of the Cannon Valley 
Milling Co., has returned from a busi- 
ness trip in the East. 


GINN GRAIN CO., Sidney, Ohio, 
has remodeled its warehouse and _ in- 
stalled a molasses mixer. 
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Points Out Fundamentals 
Of Merchandising 


(Continued from Page Nine) 


tion in pricing merchandise. There is 
also the additional cost of bookkeep- 
ing and bad debt losses. 

Whether goods are all sold at the 
store door or delivered is a matter of 
merchandising policy. So, too, is the 
determination of whether the cost of 
delivery will be included in the price 
and charged against all customers in- 
discriminately or will be set up as a 
definite charge to be collected from 
those customers who expect to receive 
delivery of their goods. The latter 
method is by far the fairest but is the 
more difficult. In most instances the 


dealer tries to absorb the cost of deliv- 
ery in a margin which has not been 
set up to cover it. 

Advertising has been spoken of as 
the motive power of the business. I 
think it is an exaggerated simile, but 
unquestionably advertising has as defi- 
nite a place in merchandising policy as 
direct selling. It is desirable of course 
to make judicious use of advertising, es- 
pecially the selling helps which are usu- 
ally furnished by the manufacturer. 

I am told that most chain stores fig- 
ure that their profits are represented by 
their control of invisible losses repre- 
sented by pilferage, spoilage and waste. 
If you do not have continuous and defi- 
nite inventory control I think you will 
be surprised to find how large your 


Visits to Milwaukee take on 
added pleasure when the Hotel 
Schroeder is your stopping place. 
The city’s newest and finest hotel 
has accommodations and facilities 
carefully planned for your conveni- 
ence... to make your stay a pleas- 
antly remembered event. 


HOTEL SCHROEDER 
MILW AUK EE 


Walter Schroeder, President 
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losses are through failure to make sales 
tickets, through spoilage, through loss 
of turnover on slow moving items and 
through actual shortages. Very simple 
methods can be adopted to avoid these 
losses. Particularly in periods of de- 
clining prices and business depression 
the control of these losses may repre- 
sent the difference between a profit and 
a loss. 

It is a fairly well established fact that 
most merchants carry too many brands, 
sizes, styles and kinds of merchandise. 
Analyses of stocks in relation to sales 
have generally shown a very high per- 
centage of sales in a comparatively small 
percentage of the items and sizes. 

I think the most successful feed mer- 
chants are those who handle or push 
more or less. exclusively particular 
brands of commercial feeds. 

Customers Cost Money 

We have tried out many ways of get- 
ting new customers. They all cost 
money. Most of them cost more money 
than they are worth unless the new 
customer becomes a regular customer 
and we are able to average the cost of 
the original sale to him over a series 
of repeat orders. 

The young lady who sells you the 
package of razor blades you asked for 
will, at the same time, courteously sell 
you a tube of shaving cream, a face 
lotion, a new: toothbrush and a tube of 
toothpaste. Consciously or unconscious- 
ly she is following the principle of in- 
creasing the size of the order and the 
volume per customer. Incidentally she 
has probably done you a good turn by 
saving you a couple of trips to the 
drug store. The feed merchant who 
can sell a customer who expects to buy 
only -mill feeds or ground oats one or 
more kinds of commercial feed is fol- 
lowing not only sound theory but sound 
practice. 

Best Service Costs Nothing 

Service is advertised more and prac- 
ticed less than almost any virtue. My 
observation is that services which pro- 
duce the most results are services that 
cost nothing. The service of courtesy, 
cheerfulness, accommodation and under- 
standing of your customers’ require- 
ments and an honest desire to help 
them make the best use of what you 
sell them costs nothing. It cannot be 
figured in the cost card or the gross 
margin, but it certainly shows up in 
the net profit. Merchandising is more 
than selling and service is something 
more than doing something for some- 
body and getting paid for it. 

I know of no royal road to success- 
ful retail feed merchandising, but I 
think I can sum it up in a sentence or 
two. It consists of intelligent buying; 
the knowledge of the goods you have 
to sell and a conviction that they are 
worth the money you get for them; a 
sound relationship between the various 
merchandising elements involved; a 
cheerful disposition and continuous and 
careful attention to a multiplicity of 
small but essential details. 
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How Dealer Dickson Sold a Farmer 
On Summer Feeding Plan 


Most 
By Emil J. Blacky 


OE BENTON, ambitious farmer of | 


Winton county, had always wanted 

a good cow and when the Hiaill- 
dale Holstein farms held an auction he 
drew $300 of his hard earned savings 
out of the bank and purchased one of 
the best animals of the famous herd. 
Times were a bit tough and he regretted 
to part with the sum but he felt that 
he was getting the animal at a bargain 
and that she would repay the invest- 
ment tenfold. Butterfat records proved 
the cow to be a money-maker and her 
ancestry would have impressed even the 
most fastidious dairyman. 

Joe Benton led his new black and 
white gold mine proudly down the road 
one balmy May morning to establish 
her in her new home for some real 
production. 


Depended on Pasture 

“What better time to start bossy 
off,’ he mused to himself. “Pastures 
are good and the old cow will certainly 
do her stuff this summer and it won't 
cost me a cent for feed until fall. By 
Jove, I made a wise move in buying 
her now instead of just ‘fore winter 
started in. Her milk will be almost 
clear profit.” 

If cows were capable of giving ex- 
pression to their jealousy the newcomer 
would have been gored to death ere a 
few days had been checked off the cal- 
endar. The prize Holstein was petted 
by the children and received innumer- 
able favors while the remainder of the 
herd, coming from less auspicious an- 
cestry, was hardly noticed. 

A month had passed and Joe Benton 
stood before a chart on the wall study- 
ing the day by day production of his 
prize cow. He was plainly worried. 
The chart showed a consistent decline 
in the number of pounds of milk pro- 
duced and consequently in the volume 
of butterfat as compared to the pre- 
vious month’s performance for her for- 
mer owner. 

The black and white wonder had lost 
noticeably in weight. One could easily 
hang a hat on her hips and her ribs 
would have made an excellent wash- 
board. Joe Benton wished he had his 
$300 back. 

He was still standing in disgust and 
studying the figures on the chart when 
a voice at his elbow greeted him with 
a cheery, “good morning.” 

He turned to see Bill Dickson, pro- 
prietor of the Winton feed store. 


“What’s the matter, Benton?” the 
visitor inquired. ‘You're looking kind 
of down in the mouth. Had a bit of 


bad luck?” 


Customers Are From Missouri 


Pastures may make beautiful scenery but they aren’t complete as a feed. 


Joe Benton told his story, pointing to 
the figures on the chart. 

““Are you still buying cattle?” he 
asked. 

“Why, yes,’ answered Dickson. 

“Well, you kin take this critter for 
the price of the beef. I paid $300.00 
for her and she ain’t worth three cents.” 

Bill Dickson did some rapid fire 
thinking. The real purpose of his visit 
was not to buy Benton’s cattle, but to 
sell him feed. 

“All right,’ Dickson agreed, “I'll buy 
the cow, but I want you to keep her 
for me through the summer. Let me 
prescribe her feed and you can have 
all the milk she produces for your 
trouble. Fair enough?” 

“Agreed,” declared Benton. 

“T’ll give you a check now for $50.00 
as a deposit on the cow,” said Dickson. 
“If she weighs more than that covers 
at the end of the summer, I'll pay you 
the balance.” 

Cow Put on Feed 

On the following morning’ the ag- 
gressive proprietor of the Winton feed 
store arrived with a truck bearing sev- 
eral sacks of low protein content dairy 
feed and instructed the farmer to feed 
jt at the rate of one pound of feed to 
every four pounds of milk produced. 

It was a sultry August day. Joe Ben- 
ton was again studying the chart, but 
this time his face registered surprise 
instead of disgust. The production 
curve was consistently upward. The 
cow was well filled out and her coat 
shone with a glossy sheen. 

Bill Dickson sauntered into the barn 
as Benton stood in awe before the chart. 

“Well, Benton,” the visitor declared, 
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“the old cow isn’t doing so badly after 
all. You certainly handed me a bar- 
gain when you sold her for the price 
of the beef.” 

Dickson Goes to Bat 

“Now, why do you suppose she acted 
like that when I first brought her here?” 
he inquired. 

And Bill Dickson was ready with the 
answer he had waited to give for weeks. 

“You see,’ he began, “the Hilldale 
Holstein farms always gave their cows 
a commercial feed in addition to pas- 
ture. Grass doesn’t contain enough pro- 
tein and other concentrates to supply 
the necessities for making milk. When 
bossy can’t get enough out of her feed 
she takes it out of her body, begins to 
run down, loses weight and drops in 
milk production. The right feed in ad- 
dition to pasture builds her up, keeps 
up production and puts her in shape 
to continue making profit for you dur- 
ing the winter months.” 

“Will you sell that cow back to me?” 
eagerly inquired Joe Benton. 

Buys the Cow Back 

Benton dashed into the house and 
wrote out a check for $50.00. As he 
handed it to the dealer back in the barn 
he looked at the chart once more and 
said. 

“Well, I guess figures don’t lie. Send 
up a load of that feed tomorrow morn- 
ing. I’m going to give it to my whole 
herd.” 

Bill Dickson smiled with satisfaction 
as he rambled over the highway back 
to his store. 

“Well,” he mused, “I guess 
customers are from Missouri. 
got to show: ’em.” 


most 
You’ve 
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Coccidiosis 
Control 


NOW POSITIVE WITH 


KASCO 


COCCIDIOSIS 
CONTROL MASH 


The ration which makes 
possible proper feeding 
balance during control 
period. 


Write for free booklet, infor- 
mation and quotation. 


KASCO MILLS, Inc. 


WAVERLY, N. Y. or TOLEDO, O. 


ASTER twenty-two years 
experience in the grind- 
ing and manufacture of high 
grade Alfalfa Meals, we be- 
lieve we can offer a product 
to meet your requirements 
and one which will be sure 
to please you and your trade. 


These meals are ground 
from the finest new crop hay 
which the Salt River Valley 
in Arizona and the Pecos 
River Valley in New Mexico 
can produce. Their color 
and texture are not often 
equaled. 


We would appreciate 
your inquiries. 


Pecos Valley 
Alfalfa Mill Co. 


HAGERMAN, N. M. 


Purina Mills to Market 
Sanitation Products 


Purina Mills, St. Louis, Mo., is to 
enter a new field and will market a 
complete line of sanitation products de- 
veloped after several years of careful 
study. They will be packed in checker- 
board containers, identifying them with 
the design used on the feeds produced 
by the company. 

Included in the new line of products 
are Purina Chlorena, a powerful chlo- 
rine disinfectant in tablet form for dis- 
infecting utensils in) dairies, creameries, 
poultry farms, fox ranches and dog 
kennels; Purina Cre-so-fec, a cresol 
germicide for disinfecting barns, sta- 


bles and other farm buildings; Purina 
Fly Spray, which is both a repeller and 
a killer; Purina Worm Capsules, a 
worm cartridge made in three sizes for 
destruction and removal of intestinal 
worms; Lice and Flea Powder and Pu- 
rina Dog Soap. 

Dealers may obtain circulars giving 
more detailed descriptions of the pro- 
ducts by writing Sanitation Products 
Department, Purina Mills, St. Louis, 
Mo. 


ARCHIE  ENNEST, Applegate, 
Mich., has been appointed manager of 
the Thumb Feed & Sales Co., a firm 
which has just been organized at Peck, 
Mich. The firm will handle a complete 
line of feeds, flour and seeds. 


Est. 1885 


The Gruendler Combination with hopper 
and forced feed table does the entire job. 
Whether you wish to grind free flowing 
grains or any kind of roughage, this combination is all you need. Con- 
structed in such a way that either unit can be run separately and is so 
sturdily built that it will give an ordinary lifetime of service. If you are 
not now, you soon will be making sweet feeds. 
you will need for your preliminary grinding and mixing. You no longer 
need two or more grinders, this combination does it all. 


The greatest development in a feed grinder to meet all requirements. 


Write for illustrated literature 


Gruendler Crusher & Pulverizer Co. 
ST. LOUIS, MISSOURI 


Have One 
Machine 
Do It 
All 


This is just the grinder 


Dept. C 


Made in 9 sizes. Belt or motor 
driven. Single and double head. 


SMALL GRAINS 


in greater volume will be ground into Feed this year than ever before. 
Millers that operate DIAMOND MILLS will grind a large portion of 
this grain efficiently and economically. The grinding season is here. 
We have a Diamond Mill to fit your needs. 


Diamond Huller Co., Winona, Minn. 
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Harden Stores Founded, 
Built on Quality 


(Continued from Page Ten) 
modern building soon rose above the 
ashes of the old. Mr. Harden’s aggres- 
siveness developed business outside of 
the original territory and he found it 
necessary to establish two new stores. 
One of them is located at Woodruff’s 
Gap and the other at Franklin, N. J. 
Both of these branches are enjoying a 
large volume of trade. The Woodruff’s 
Gap store is managed by Mr. and Mrs. 
Kimball and the Franklin establishment 
is operated by Mr. Harden’s son, Roger. 


FRED AND HENRY WELSCH, 
Aurora, Ill, have purchased the feed 
store and mill of the L. & G. Feed Co. 


The New Jacobson 
Catalog Is Ready! 


Here’s the book you 
have been waiting for. 
Illustrates and describes 
all the famous Jacobson 
Grinders, shows model 
installations, gives valu- 
able tables and data. 
Every grinder operator 
should have a copy. 
Send request on your 


Cottonseed Meal 


ALL GRADES 
Arrival Drafts 


Quick Shipments 
Humphreys-Godwin Co. 


Established 1898 MEMPHIS, TENN. 


‘‘All your needs in grain and feeds’’ 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


J. C. HUBINGER BROS. CO., Keokuk, Ia. 
HENRY LICHTIG & CO., Kansas City, Milo and 
FAIRMONT CREAMERY CO., Omaha, Neb..................- Dried Buttermilk 
CRAIG & COMPANY, Blackstrap Molasses 
MUTUAL RENDERING CO., Philadelphia, Pa... eat Scra 
OYSTER SHELL PRODUCTS Cco., Philadelphia, Oyster She 


Cane Molasses 


FOR FEED MIXING 


TANK CARS—BARRELS 


Excellent Quality and Service 


NATIONAL MOLASSES 
CORPORATION 


P. O. Station E PHILADELPHIA, PA. 


company letterhead 
and a copy will be mail- 
ed FREE. 


A. E. JACOBSON 
MACHINE WORKS, Inc. 
Minn. 


Kipp-Kelly, Ltd., Winnipeg, Man., 
‘anadian Representative 


CANDIED COPRA 


OULTRYMEN are demanding mo- 

lasses in poultry mashes. Bring 
your mashes up to date by using ten per 
cent candied copra in every formula. In 
meal form easy to handle and mix. No 
special equipment required to use any de- 
sired percentage of molasses, and a uniform mixture is assured. 


Write today for sample and delivered prices. 


The Wooster Feed Mfg.Co., Wooster, Ohio 
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When you handle 


Darling’s Meat Scraps, 
Tankage and Bone Meal 


you are handling the best the 
world produces--and it doesn’t 


cost you one cent more than MEAT ie d 
the other kind, FOR POULTRY | : 
Darling & Company 


MANUFACTURED BY 
DARLING-&-COMPANY 
UNION STOCK YARDS CHICAGO, ILL. 


Department A, Chicago, Ill. 
STATE DISTRIBUTORS 
LaBUDDE FEED & GRAIN CO. Milwaukee 


il 


REG. U.S. PAT. OFF. 


MOLASSES 


GENUINE CUBAN BLACKSTRAP 


The NORTH AMERICAN TRADING and IMPORT CO. 
260 SOUTH BROAD STREET 
PHILADELPHIA, PENNA. 


Wire or 
CHICAGO 


Phone for Quotations 
NEW ORLEANS BUFFALO 


We Solicit Your Inquiries 
ALPINE BRAND 


FEEDING OAT PRODUCTS 
CANADIAN and DOMESTIC MILLFEEDS 
SCREENINGS 


ALL KINDS GROUND AND UNGROUND 


Write, wire or phone Main 4969 for Quotations. 


J. A. FORREST CO. 


Feed Merchants 


Straight or Mixed Cars. 


SECURITY BLDG. SINCE 1900 MINNEAPOLIS 
“FOR BETTER SERVICE” 
Phone Phone 
GENEVA GENEVA 
7389 7389 


HIAWATHA GRAIN COMPANY 
GRAIN MERCHANTS 
MINNEAPOLIS 
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Nopco Acquires Squibb’s 
Cod Liver Oil Line 


The National Oil Products Co., Har- 
rison, N. J., has purchased the entire 
stock of cod liver oil for poultry and 
animal feeding from E. R. Squibb & 
Sons, New York, N. Y., which will dis- 
continue this department of its business, 
effective June 1. 

In a recent notice sent to the trade, 
the National Oil Products Co. an- 
nounced that its line of oils will con- 
tinue as in the past and that no ad- 
ditional lines such as Squibb carried, 
will be added. 

E. R. Squibb & Sons engages chiefly 
in the manufacture and distribution of 
products for the medical profession. 
The dissimilarity of distribution between 
the consumer field of the medicinal pro- 
ducts and that of cod liver oil for ani- 
mal consumption with its attendant 
problems was given as the reason for 
discontinuing the latter department. 

The National Oil Products Co. spe- 
cializes in the animal nutrition phase 
of the cod liver oil industry and is the 
largest firm of its kind in the country. 
By its recent acquisition it further hopes 
to increase its service and to effect 
greater economies for the trade. 


B. F. WORKMAN, Sullivan, Ind., 
who formerly conducted a feed store in 
that city, has been made manager of 
the City Feed Store, a branch of the 
Kerlin Elevator & Feed Co. 


“At the Gateway”’ 


Minneapolis 
NICOLLET -WASHINGTON 
HENNEPIN AVENUES 


—600— 
First Class Rooms 
AND 


Three Restaurants 
at MODERATE RATES 
Excellent Food 


Courteous Service 
Central Location 


Ww. B. CLARK, MANAGER 
Home of W CC O Stadios 


7 S 100 LBS. = 
TRADE N AT CO MARK 
WVew 
| | NE COLLET 
00D BE 
| YOU SLEEP 


Grain Co. 


Established 1892 


GRAIN AND FEED 


MILWAUKEE, - WISCONSIN 


IF IN NEED 
of 


Dried Skimmilk 


or Pure 


Dried Buttermilk 


lt Will Pay You to Wire US 


Car Lots Ton Lots 


«>» 


La Budde Feed & Grain Co. 


MILWAUKEE, WISCONSIN 
Anything In Feeds 


A TRADE MARK of Distinction 
Representing the Finest Quality 
Line of POULTRY—DAIRY—HORSE 
RABBIT and STOCK FEEDS. 


Results Determine the Value of Flory Feeds 


Manufactured by 


FLORY MILLING CO. INC. 


EST. SINCE 1853 BANGOR, PA. 


Doughhoy 


Chiek 
Starter 


for 
Faster 
Growth 


OUR poultrymen will appreciate the 

the results they obtain from Dough- 
boy Chick Starter Mash. Yeast foam 
in Doughboy Starter Mash lowers the 
mortality and increases the growth of 
the chicks. It promotes healthy flocks 
and keeps poultrymen satisfied so that 
they become good customers for Dough- 
boy Laying Mash. Are you handling 
Doughboy feeds? 


“Look for the Soldier on Every Sack’’ 


New Richmond Roller Mills Co. 


NEW RICHMOND, WIS. 
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CHICK FEEDS 


CLASSIFIED 


Service department for our read- 


ers. w Rates: 


25c per line; 
minimum $1.00. 


HAY FOR SALE 
Alfalfa-Clover-Timothy and Clover Mixed- 
Prairie Hay. Delivered prices ym JOHN 
DEVLIN HAY CO., 192 North Clark street, 
Chicago, Ill. 


FEED BUSINESS FOR SALE 
Feed, Flour, Salt, Seeds, Coal and Grinding 
Business for sale. Reasonable if taken at once. 
Write LL-42, c/o THE FEED BAG, 210 East 
Michigan street, Milwaukee, Wis. 


FEED BUSINESS FOR SALE 


Feed, flour, fertilizer, seeds. Mixing and 
grinding by electricity. State road. Reasonable. 
Near Buffalo, N. Y. Write JB-51, c/o THE 
BAG 210 East Michigan street, Milwau- 
kee, Wis. 


ADDRESSOGRAPH FOR SALE 


We have installed new Speedaumat addressin 
equipment in our office and have a hand operat 
Addressograph, cabinet for Addressograph plates 
and approximately 5,000 plate frames for sale. 
This equipment would be _, right for some 
larger feed dealer or a feed distributor to use for 
his direct mail advertising. _ We will sell this 
equipment at an attractive price and could make 
arrangements to put buyer’s list on plates so 

uipment to use. If interest- 

my write THE AG, 210 East Michigan 
street, Wie 


EVERETT ROQUEMORE, adver- 
tising manager, Vitality Mills, Inc., 
Chicago, spent Saturday and Sunday on 
a fishing trip at Waubesa Lake, Wis., 
prior to attending the Central Retail 
Feed association convention at Milwau- 
kee, June 1 and 2. He had many stories 
about the big ones he didn’t catch to 
tell to the delegates. 


Barreled 
Cane Molasses 


IN BUYERS OR SELLERS DRUMS 


34% Oil Meal 
Dried 
Malt Sprouts 


Maney Bros. Mill & Elev. Co. 


MINNEAPOLIS, MINN. 
CAR LOTS TRUCK LOTS 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 
Write for our prices in straight 
and mixed cars with bran, midd- 


lings, Cannon feed (fiour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 


ALMA FUEL & SUPPLY CO., Al- 
mont, Mich., has constructed a new feed 
mill and installed a hammer mill, feed 
mixer and a magnetic separator. 


HARRY F. McCARTHY, Minneapo- 
lis, president of the International Grain 
Co., died at the age of 55 on May 22 
after a short illness. 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS 


Mother ’s Best Flour 


Swedish Type 
POULTRY OATS 


Toledo Official Grades and Weights 
BULK OR SACKED 


J. F. ZAHM & CO. 


TOLEDO, OHIO SINCE 1879 


Reliance Feed Co. 


MILLFEEDS 
500 CORN EXCHANGE 
MINNEAPOLIS, MINN. 


Foam, CH Meal 


IS ALL THAT THE NAME IMPLIES 

Best because it is manufactured as a 

specialty in a specially equipped mill. 
RYDE & CO., Chicago, Illinois 


More dealer’s *accoun ts solicited 
DROP US A CARD FOR PRICES 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 
Carlots and Mixed Cars 
FLOUR, MILLFEED 

OILMEAL, ETC. 
502 Corn Exchange Bldg. 
MINNEAPOLIS, MINN 


“Stand by Stan’’ 


GROUND OAT GROATS 


Low Fibre Content 


NORTH EAST FEED MILL CO. 


MINNEAPOLIS, MINN. 


DRIED BUTTERMILK 
DRIED SKIMMED MILK 
Feed System Engineers 
Feed Mill Machinery 
Feed Formulas 


S. T. EDWARDS & CO., INC. 


110 N. FRANKLIN ST. CHICAGO, ILLINOIS 
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E.J. KOPPELKAM CO. 


GRAIN FUTURES 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 0032, Daly 0783 


Member Chamber of Commerce 


CEREAL 
GRADING CO. 


MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


M.G. RANKIN & Co. 


GRAIN 


Chamber of Commerce 
MILWAUKEE, WIS. 


usiness 
expands with 


Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. CO. 
Esrasuisnep 1894 

PRINTERS 
LITHOGRAPHERS 
BINDERS 
522 MILWAUKEE STREET 


| 
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LEONE’S COAL, FEED & Dray- 
age Co., Benld, Ill., whose office, ware- 
house and stock were completely des- 
troyed by fire April 23, has been re- 
opened for business in a building which 
the firm has purchased. 


FRANCIS MAHONEY, Kent, IIl., 
has purchased the interest of his part- 
ner, Thurlow Flickinger, in the Maho- 
ney & Flickinger Co., and will continue 
to operate the business under his own 
name. 


HIGHLAND COUNTY Poultry & 
Feed Co., Greenfield, Ohio, has pur- 
chased a building which it has convert- 
ed into a feed store. 


MARK REGISTERED 


BADGER BRAND 


Selected Seeds 
and Seed Corn 


L.Teweles Seed Co. 
Milwaukee, Wisconsin 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


Molasses 
Peat Moss 
Pearl Grit 
Salt 


Car Lots .. Ton Lots 


FEED SUPPLIES, INC. 


506 Chamber of Commerce 


INCREASE THE 


MILK YIELD 
BY FEEDING 


@ 


PURITY DRIED 
GRAINS 


Protein 21% Fat 6% 


A perfect feed for the 

Dairy Cow and all 

other farm animals. 
WRITE 


Jos. Schlitz Beverage Co. 
Dept G. Milwaukee, Wis. 


Use the Oil 


that gives you 


Balanced Vitamin 
Strength! 


Marden’s - - - because of its 
balanced ‘‘A”’ and “‘D”’ vita- 
min content - - its proven 
potency and consistent high 
quality, is your safest and 
most economical source of 
vitamin strength. It actually 
costs less per ton feed! 


Quantity prices were 
never lower or more 
attractive. 
them today. 


MARDEN’S 
CERTIFIED 
COD LIVER OIL 


Write for 


MARDEN-WILD CORP. 


512 Columbia St., - Somerville, Mass. 
212 East Ohio St., - Chicago, IIl. 


Milwaukee Wisconsin | 


Dependable 


Western 


Alfalfa Meal 


for 
Dairy and___.. 
Poultry Feeds 


The Denver Alfalfa 
Milling, & Products Co. 


LAMAR, COLORADO 


Pierce Bldg. 
St. Louis, Mo. 


Lat more of «tits 


LOUISIANA SALT 


MYLES 


*‘Nature’s Purest”’ 


Here is an economical 
salt, because its strength 
and purity make possible 
the use of less Myles Salt 
than any other salt to do 
a given job. It contains 
no moisture when packed 
and is guaranteed not to 
harden. Farmers like 
Myles Salt because of its 
even-running grain and 
general all around use on 
the farm. 


Packed in MylesHome- 
spun Grey or White Bags. 


Write for Prices and Samples 


Myles Salt Co., Ltd. 


Chicago Sales Representative 
360 NO. MICHIGAN AVE., CHICAGO, ILL. 
Telephone State 6276 
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Associated Feed Dealers Announcing 
Of America, Inc. a new 


332 S. LaSalle St. » » » Chicago, Ill. FEED DEPARTMENT 


HE Associated Feed Dealers of America, Inc., 


: 3 : bets Our friends and customers will be glad 
is the first co-operative buying organization E 

to plan, primarily, the upbuilding of the Inde- to know we have opened a new feed job- 

pendent Feed Dealer—its local representative— bing department, in connection with our 

with the idea of making his connection as profit- grain business at Milwaukee, under the 


able as possible to him. For the Directors management of Mr. William Moll. Now, 
realize that the success of the organization is 


directly measured by the success of its members. when in the market for both 


Feed and Grain 


Gentlemen: we will appreciate an opportunity to serve 

Without obligation, kindly send complete in- you. We operate our own grain elevator 
formation regarding what the Associated Feed at Milwaukee and our feed department 
Dealers of America, Inc., is doing for its will handle a full line of feeding materials 
members—in the way of buying, advertising, including bran, middlings, linseed meal 
and merchandising. and cottonseed meal. 


Name of Firm THE SEBS co 
Post Office Mitchell Building Phone Daly 0366 
Town MILWAUKEE 


In the new G. L. F. Mill at Buffalo, N. Y. 
there are in operation 


FOUR EUREKA DUPLEX MIXERS 


The two machines shown in the foreground are handling poultry mashes—one mixes egg mash and the other is used for 
starting and growing feeds. Both are provided with cod liver oil sprayers. In the rear of the molasses heating tank are 


two more Eureka Duplex mixers which are used for dairy feeds and cattle fatteners. Other equipment in this depart- 
ment includes a molasses strainer and a Eureka Molasses Super-heater. 


This is reputed to be the fastest soft feeds mixing plant in the United States. 
You should have our FB-115 bulletin. May we send it? 


S. HOWES CO.. Ine.. Eureka Works, SILVER CREEK, N. Y. 
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VITAMIN D IS NEEDED IN SUMMER MASHES BY 
THOUSANDS OF FLOCKS WHICH ARE SUBJECT 
TO THE WHIMS OF THE WEATHER MAN OR ARE 
REAREDIN PARTIAL OR TOTAL CONFINEMENT. 


To the feed manufacturers, the economy of | 
NOPCO XX Cod Liver Oil rests in two factors J 


The amount needed to adequate- 
| ly protect a poultry mash is only 2 
| one-eighth of 1% of the total 


The Vitamin D potency of Nopco 
XX is absolutely standard. This 
standardized potency is estab- 


ration. This includes a margin of safety 
to take care of any variations in feeding 
requirements. The actual cost of pro- 
tecting your mashes with Nopco XX is 
less than the cost of similar protection 
with straight cod liver oil. 


lished for every lot which leaves Nopco 
tanks by rigid tests on chickens. Isn’t it 
economy to use a cod liver oil that re- 
turns to you the certainty of satisfied 
customers who are always sure that your 
mashes are thoroughly protected. 


“oo @ Sm KNOW THE WHOLE STORY! A portfolio of information 
/ on Vitamin D will be sent free of charge to feed manufacturers 
“i==aeal! ~~ who want to know the whole story. It gives you the facts and 

figures on Vitamin D that you need. Write in today. It costs nothing to be 


sure of your ground. 


NATIONAL OIL PRODUCTS CO., INC. 


BOSTON 


CHICAGO 


SAN FRANCISCO 


EXECUTIVE OFFICES: 38 ESSEX ST., HARRISON, N. J. 
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leads in Wisconsin because: 


Midas sells in Wiscon- 
rom sia nad to year. Pro- 


policy 


flour. Your "territory 


KING 


1. King Midas quality—“the Highest 
Priced Flour in America and 


Worth All It Costs’’—always 


pleases the customer. 


2. King Midas policy always protects 
the dealer and enables him to 
make a fair profit on his flour 
sales. 


ce Midas likes to consider its dealers as 
partners rather than merely customers. Our 
policy is to cooperate with and help King Midas 
dealers build a growing business among the mer- 
chants, bakers and consumers of their localities. 
Our policy, further, is to protect King Midas 
dealers so that they may both hold and keep 
profitable the business they develop. We work 
honestly and sincerely, with our dealers for we 
realize prosperous dealers are necessary for the 


success of the King Midas Mill Co. 


Ni 
= 
HIGHEST PRICED FLOUR t 
\ 
: Increased business from old 
: dealers. as well as new ac- 
; 
: 
ty 


